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| SHORE DID A LOT 

OF GROWIN’.,..... 

MUST‘A USED 
VIGORO......! 








a 





We, too, think we did “a lot of growin’ ” in 
1946. When we look at some of the figures, 
they startle even us. 








For Example... 


A gain of over $90 million in our outstanding 
insurance, bringing total insurance in force to 
slightly under $450 million. 


An asset increase of over $16 million bringing 
the total to over $92 million. 


New paid ordinary business in excess of $115 
million. 


Capital and surplus increased to approximately 
$6" million. 


40 Million-Dollar Agencies (Four years ago we 
had 4.) 


VIGORO? No, we used something better—our 
exclusive President's Protective Investment Plan, 
Guaranteed Life Annuity, and Lifetime Disability 
Income Plan, well mixed with genuine home office 
friendliness and high earnings for representatives. 
It’s much better than Vigoro. 
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Lhe Friendly 
FRANKLIN LUPE comeany” 
CHAS. E, BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $450,000,000 Insurance in Force. 


FRIDAY, MARCH 28, 1947 








The composite man described below 
was created by averaging the statistics 
on our top hundred producers in 1946 


Our “First Hundred’ Man 


Carries THE KEY to success 











He is 45 years old. 

He is married and has 2 children. 

He owns $54,154 of life insurance himself. 

He entered the insurance business at age 30. 

He has been with New England Mutual 12 years. 
He wrote $250,000 yearly after 4 years. 


He paid for $789,664 on 91 lives in 1946. 
( The 100th man on the list paid for over $350,000 ) 


He averages 17 calls a week and has 7 interviews. 


He thinks that, for the alert Career Underwriter, business 
in 1947 will equal, or be better than, that of 1946. 


He believes that the basic factor in building personal 
prestige is an earned reputation for rendering the best 
possible service. 


New England Mutual 


Lye Insurance Company & of Boston 


George Willard Smith, President Agencies in Principal Cities Coast to Coast 
THE FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERICA — 1885 

















HE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by the 
o. 18, Friday, March 28, 1947. $5.00 per year (Canada $6.00). 


National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. A. 
20 cents per copy. Entered as second-class matter June 9, 1900, at the post office at Chicago, Ill., umder act of March 8, 1879. 





Is B 


Se 
Re 
Fa 


NE} 


| other : 


views 
Gover! 
fight 1 
bank | 
by ma 
insural 
the po 
the W 
not on 
what ¢ 
not a 





suranc 
The 


| ing ho 


after t 
senate 


| sult of 


i] 


? 


their c 
mainly 
nifican 
the me 


' Repub’ 
, cast ag 
_ phenor 
| when | 
| great r 


ness t 


) many 





: 
| 
| 
| 
| 
| 
| 
| 


) 


t 





tive a 
than a 
state. 


Effect 


The 
Southe 
sion ar 
the at 
toward 
good d 
merly 

The 

"aga re: 
which 
surance 
is no 
wanted 
full we 
tire ad 
perinte: 
measur 
the bill 
superin 


criticizi 
positio1 
lican r 
pressur 
insuffic: 
session. 
Refusec 


The | 
unwillis 
fight t! 
savings 
victims 
publicit 
there vy 
linen ir 








pe aetna Ses, nett 


t 
‘ 





LIFE 
INSURANCE 
EDITION 


FieNATIONAL, 
UNDERWRITER 


MARCH 28, 1947 
Slst Year. No. 13 





Savings Bank 
Defeat in N. Y. 
Is Blow to Dewey 


See Possible Political 
Repercussions from 
Fate of Measure 


NEW YORK—Inquiries from many 
other sections of the country, as well as 
views expressed here, in connection with 
Governor Dewey’s all-out but losing 
fight to increase the limit for savings 
bank life insurance to $5,000 are taken 
by many observers to indicate that life 
insurance men view with apprehension 
the possibility of ever having a man in 
the White House who has demonstrated, 
not only on this, but on other occasions, 
what appears to be a total disregard, if 
not a genuine hostility, for the life in- 
surance business. 
| “The defeat of the measure in the clos- 
| ing hours of the assembly’s final session, 
after the bill had squeaked through the 
senate by a narrow margin, was the re- 
sult of the life insurance people carrying 
their cause to the legislators back home, 
mainly upstate. It was particularly sig- 
nificant that the votes which defeated 
the measure in the assembly were largely 
Republican. Of the 72 assembly votes 
cast against it 69 were Republican. This 
phenomenon is additionally significant 
' when it is remembered that there are a 
great many people in the insurance busi- 
ness throughout the country and in 
many sections they are much more ac- 
tive and influential in political affairs 
than are insurance men in New York 
state. 


Effect of S.E.U.A. Decision 


The point is also made that since the 
Southeastern Underwriters Assn. deci- 
sion and the enactment of public law 15 
the attitude of whoever is president 
toward the insurance business is of a 
good deal more importance that it for- 
merly would have been. 

The defeat of the S.B.L.I. bill is viewed 

* as a remarkable tribute to the confidence 
which the legislators had in the life in- 
surance business and its agents. There 
is no doubt that Governor Dewey 
wanted the bill passed and threw the 
full weight of his influence and his en- 
tire administration behind the bill. Su- 
perintendent Dineen spoke in favor of the 
measure at the legislative hearing and 
the bill had the full support of banking 
superintendent Bell. 

The strongly Republican New York 
“Sun” in commenting on the fight said, 
“The failure of the bill came as a shock 
to Dewey’s representatives, who admit- 
ted that they had left no stone unturned 
to bring about its passage.” The 
“World - Telegram,” which had vigor- 
ously supported the bill not only edi- 
torially but in a series of special articles 
criticizing the life insurance people’s op- 
position, said, “The break in the Repub- 
lican ranks was so complete that even 
pressure from the executive chamber was 
insufficient to put over the bill in this 
session.” 


Refused to Undermine Banks 


The life companies and agents, by their 
unwillingness to go in for a newspaper 
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fight that might have discredited the 


savings banks, were unfortunately the 
victims of a good deal of unfavorable 
publicity, for the other side knew that 
there was no disposition to wash dirty 
linen in public and therefore they could 


Dr. McCahan Traces Insurance 
Trends During Two Decades of C.L.U. 





Indianapolis observed the 20th anni- 
versary of the American College with a 
guest luncheon 
meeting of 150. 
Various educa- 
tional, professional 
and business 
groups joined with 
the members of In- 
dianapolis C. L. U. 
chapter on the oc- 
casion. Dr. David 
McCahan, dean of 
the college, spoke 
on “In the Public 
Interest.” 

Edward A. Krue- 
ger, State Life of 
Indiana, former 
treasurer of American Society of C.L.U., 
was general chairman. 

Frank A. Miller, American National, 
chapter president, presented guests at 
the speakers table. Introduced were 
Commissioners Pearson, Ben H. Watt, 
superintendent of public instruction; Dr. 
M. O. Ross, president of Butler Univer- 
sity, and Dr. J. Edward Hedges, profes- 
sor of insurance, Indiana University. 


Presentation to McCahan 

Walter L. McClure, president of Indi- 
anapolis Assn. of Life Underwriters, 
presented a bouquet of 20 roses to Dr. 
McCahan 

Dr. McCahan observed that in the 
two decades, the fundamental concept 
on which all insurance plans are predi- 


E. A. Krueger 








go ahead and criticize with impunity. 
The life people could have kicked plenty 
of holes jn the S.B.L.I. set-up but they 
have a genuine respect for the banks 
and didn’t want to be responsible for 
undermining public confidence in the 
banks. For example, they could have 
called attention to the fact that the 
banks guarantee a 3% return on their 
life policies but pay their depositors 
only 14% on bank deposits. 

One result was that the public was 
given the impression that the life busi- 
ness was against the measure merely be- 
cause they feared non-agency competi- 
tion. Actually, the industry’s position 
has not been that it wanted to impose 
any limitation on the amount of insur- 
ance which the savings banks could 
sell but rather that the life insur- 
ance business of the banks should be 
transacted under the same legal require- 
ments and under the same supervision 
as the life companies themselves. For 
some reason the banks are opposed to 
this, although at the same time contend- 
ing that they do not want any special 
favors.’ The life companies’ position was 
that until savings bank life insurance 
was put on a sound and fair basis the 
companies objected to the reendorsement 
of it which was implied by an extension 
of its limits. 

The life insurance people’s fight was 
carried on with an improvised defense, 
against the best efforts of a governor 
who had the strongest numerical ma- 
jority in the state’s history, and against 
propaganda that was, to say the least, 
distorted. 


WILL THANK LEGISLATORS 


ALBANY —The New York State 
Assn. of Life Underwriters, through 
which the agents’ very effective share of 
the fight was carried on, has asked its 
members to commend every member of 
the legislature in their districts regard- 
less of which way he voted, taking the 
attitude that “no’ man should be con- 
demned for not seeing eye to eye with 
us,” as Executive Secretary Spencer L. 
gai stated in-his letter to the mem- 

ers. 





cated has been accorded ever-increasing 
recognition as a means of meeting the 
financial hardships arising out of the 
risks of life. 

The volume of life insurance increased 
from $80 billion to $174 billion. 


Expansion of Annuities 


There are now about 3 million annuity 
contracts, representing an annual income 
to their holders of about $900 million. 
esate necessitated are nearly $6 bil- 
ion. 

“There has been a great trend in pub- 
lic confidence. The showing of life in- 
surance during depression years, the 
broader public understanding of life in- 
surance, and other factors have entered 
into this favorable trend.” 

Dr. McCahan outlined the complexity 
of financial problems for family heads 
and others with dependents. He re- 
viewed the gradual cutting down of tax 
exemption for life insurance estates. He 
pointed out tax problems, the lower re- 
turn on investments, and the purchasing 
power of the dollar at 63% of the 1927 
basis as factors in the financial problems 
of today. 

“Complexity in the life underwriters’ 
services is another trend,” he declared. 
Still another basic trend is the general 
progress in professional standards. 
Viewed as a whole, standards through- 
out the generally recognized professions 
are markedly higher today.” 





Matthai and Lee 
Named for National 
Chamber Posts 


WASHINGTON—Two insurance ex- 

ecutives have been proposed by presi- 
dents of S. 
Chamber of Com- 
merce member or- 
ganizations for 
places on the cham- 
ber’s board of di- 
rectors. They are 
Laurance F. Lee, 
president of Penin- 
sular Life, Jack- 
sonville, and presi- 
dent Occidental 
Life of Raleigh, to 
represent the cham- 
ber’s fourth  re- 
gional district, and 
Joseph F. Matthai, 
executive vice-pres- 
ident of U.S.F.&G., to represent the in- 
surance industry. Mr. Matthai would 
replace William E. McKell, president of 
New York Casualty. Carl N. Jacobs, 
president Hardware Mutual Casualty, is 
the second insurance director on the 
board. His term expires in 1948. 

Half of the directors will be elected 
to serve two years by mail vote of na- 
tional councillors who will be sent a bal- 
lot with names and sketches of all 
nominees on it. The chamber announced 
that ballots must be received at head- 
quarters here by noon April 18, when 
they will be counted by a committee of 
the councillors and officers of member 
organizations. 





Laurance F. Lee 


Occupational Taxes OK.d. 


The Kentucky attorney general holds 
that cities can impose occupational taxes 
on agents of “foreign” insurers of those 
chartered in-other states, except for 
agents of foreign companies writing life 
or casualty policies, or both, under as- 
sessment or cooperative plans, who are 
exempted under the law. 


Name Directors 
of Investment 
Research Body 


James J. O’Leary 
Selected as Chief; 
H. G. Fraine Is Aid 


NEW YORK—Life Insurance In- 
vestment Research Committee has ap- 
pointed James J. O’Leary and Harold 
G. Fraine, as director and assistant di- 
rector, respectively, to conduct its work 
under the direction of the committee. 

The committee is a joint project of 
American Life Convention and Life In- 
surance Assn. of America. It was or- 
ganized to promote research on matters 
relating to earning assets of life compa- 
nies and the investment income de- 


rived from these assets. 
Dr. O’Leary was at one time assist- 





H. G. Fraine James J. O’Leary 


ant professor of economics at Wesleyan 
University and was economic consultant 
to Connecticut General Life. More re- 
cently he has been director of research 
for the Committee on Public Debt 
policy which has been financed by Fall 
Foundation. He is now associate pro- 
fessor of economics at Duke University. 
Dr. Fraine has served on the facul- 
ties of University of Minnesota and 
Indiana University. Later he became 
associate director of the corporate bond 
study of National Bureau of Economic 
Research. For the last six years he 
has been head of the research section 
of the trading and securities section of 
Securities & Exchange Commission. 


Plan Special Estate 
Course at U. of Pa. 


A series of special lectures will be 
given under the auspices of the S. S. 
Huebner Foundation during the spring 
term at the University of Pennsylvania, 
using the theme, “The Beneficiary in 
Life Insurance.” A series of ten lec- 
tures has been planned. Speakers for 
the course are: James S. Burke, Metro- 
politan Life; Robert Dechert, Penn Mu- 
tual Life; Howard C. Spencer, Home 
Life; Richard C. Guest, State Mutual 
Life; Eugene M. Thore, Acacia Mutual 
Life; Edward W. Marshall, Provident 
Mutual Life; Berkeley Cox, Aetna Life; 
John M. Huebner, Penn Mutual Life; 
Bernard Hildebrand, Metropolitan Life, 
ond John O. Todd, Northwestern Mu- 
tual, 

Arrangements are being made for 
publication of addresses in a special vol- 
ume, to be available in the early fall of 
1947. The lectures will cover planned 
settlements, and actuarial, legal and un- 
derwriting problems involved. 
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Seek to Arrive at Agreed 
Program for Ill. Bankers 


The various lawyers interested in the 
Illinois Bankers Life litigation are to 
confer in an endeavor to arrive at an 
agreed program for satisfying the judg- 
ment under which the stock was awarded 
to the 74,000 that were policyholders of 
Illinois Bankers Life Assn., the prede- 
cessor assessment company, on Nov. 19, 
1929. The first meeting of lawyers is to 
be held Friday of this week in the office 
of Werner W. Schroeder, and the group 
is to report to Judge Miner at Chicago, 
April 7. This was the procedure decided 
upon at a meeting with Judge Miner, 
Monday. 

Also Judge Miner directed Albert E. 
Jenner, Jr., attorney for Illinois Bank- 
ers, to submit a petition April 7, outlin- 
ing all the considerations that would be 
involved in a mutualization of that com- 
pany, and Mr. Schroeder was directed 
to bring in a petition covering the ques- 
tion of whether it would be legally per- 
missible to satisfy the 74,000 policy- 
holders with a substitute for the actual 
stock, inasmuch as the opinion of the 
Illinois supreme court seems to call for 
the distribution to be made in kind. 


Schroeder’s Position 


Mr. Schroeder is guardian ad litem 
for the minor children of Mrs. Hugh T. 
Martin and the late Mr. Martin, and of 
Mrs. Arthur T. Sawyer and the late Mr. 
Sawyer. Under the decision, if the stock 
of Illinois Bankers realizes $214 million 
or more, the Martin and Sawyer estates 
are to get $500,000. 

Mr. Jenner at the session Monday re- 
ported that much sentiment in favor of 
the mutualization program is develop- 
ing at Monmouth, IIl., which is the home 
office city. He said that a group has been 
formed to promote such a result and it 
includes some of the leading bankers and 
officials of Monmouth College. He 
pointed out that Illinois Bankers is the 
second largest enterprise at Monmouth. 
It employs about 195 persons and the 
payroll is $420,000 a year. Many of the 
employes are homeowners. 

The insurance in force is about $116 
million. He said that of the present pol- 
icyholders, about 82% have no interest 
in the recovery since about only 15,000 
of those that were policyholders at Nov. 
19, 1929, in the predecessor company are 
presently insured in the stock company. 
However, he observed that the 82% do 
have a vital.interest in the welfare of 
the company. He said that a life insur- 
ance company is a delicate mechanism 
and it has been difficult to make the 
policyholders understand that the litiga- 
tion which now is some six years old, in 
no way affects the financial standing of 
the company. To put the stock on the 
block at a public auction would tend to 
have an unsettling effect on the policy- 
holders and public, he said, regardless of 
the fact that it would in no way reflect 
on the company’s financial integrity. 


Can’t Compete at Auction 


It might be impossible, he said, for a 
mutualizing group to bid against other 
interests in an auction. A mutualiza- 
tion program would first have to be ap- 
proved by the directors, then approved 
by the Illinois insurance director, it 
would have to be ratified by stockholders 
and finally by policyholders. 

Mr. Jenner urged that the possibilities 
of mutualization be exhausted before 
the court sets a date for a public auction. 

He said the mutualization might em- 
brace an immediate payment in cash of 
$114 million or more and this would be 
used to pay off all of the Sawyer and 
Martin claims and the expenses. 

Mr. Jenner said there had been some 
negotiations with Reconstruction Fi- 
nance Corp. and RFC has indicated that 
it might help if Judge Miner would in- 
dicate that he would give consideration 
to mutualization, or at least would not 
insist on an outright auction sale. 

Mr, Schroeder said there is a difficulty 





in the question of the title to the stock. 
The beneficial title is in the policyholders 
as of Nov. 19, 1929. They have dominion 
over the stock. The question, he said, 
should be completely explored from a 
legal and technical standpoint. There 
must be found some compelling reason 
to justify sale of the property that be- 
longs to the plaintiffs. 

If mutualization should be decided 
upon “as is’ Mr. Schroeder suggested, 
82% of the policyholders would get prop- 
erty that belongs to somebody else. He 
said that 60,000 of the old policyholders 
had dropped by the wayside and 15,000 
are left. In the meantime, 60,000 new 
policyholders have come into the scene. 

One possibility, he suggested, is to set 
up a liquidating trust for the stock. An- 
other possibility is to divide the capital 
into, say, 200,000 shares and distribute 
it among the 1929 policyholders. 

Judge Miner said that he has no pre- 
conceived notions. 

Charles O. Rundall, who was ap- 
pointed by Judge Miner as trustee to 
supervise the disposition of the stock, 
said that there has been an adjudica- 
tion as of Nov. 19, 1929, of a tort wrong 
done to 74,000 policyholders. The deci- 
sion was that the entire value of the 
corporation belongs to them. Four out 
of five of those 74,000 are no longer 
policyholders and those four, he said, 
have no concern as to soundness of the 
company or the public interest. 

He referred to the fact that Mr. Jenner 
had said that a mutualizing group could 
not compete with outside buyers, and 
that is the great difficulty, according to 
Mr. Rundall. If mutualization can’t re- 
turn as many dollars as an outright sale, 
he indicated his belief that mutualization 
would be difficult. 

Later, Judge Miner expressed the 
hope that Mr. Rundall was merely ad- 
vancing an idea for consideration rather 
than taking a fixed position. From here 
on Judge Miner said, the case will be 
more of a headache than it was previ- 
ously. He is now regularly assigned to 
the criminal court and he suggested that 
the case be given a regular chancery 
course, but the lawyers insisted that he 
continue to act. 

Maxfield Weisbrod, attorney for an 
intervenor, declared he is opposed to 
mutualization, but Judge Miner said he 
was not prepared at that time to listen 
to arguments. 


New Mutual Benefit 
Employe Plan 


A formal, non-contributory plan for 
salaried employes providing retirement 
benefits funded with respect to future 
service, together with death, disability 
and sickness benefits is announced by 
Mutual Benefit Life. It is effective Jan. 
1, 1947. Mutual Benefit has had an in- 
formal, non-contractual plan for many 
years. The company will recognize on 
the same basis as heretofore the retire- 
ment allowances which have accrued un- 
der the previous plan. 

Estimated cost to Mutual Benefit of 
this plan is about 15% of payroll with 
expenses of administration. It has the 
approval of the New Jersey commis- 
sioner and U. S. Treasury Department 
under section 165 of the revenue code. 


Set Forth Added Features. 


Added features of the plan, not previ- 
ously available, include: Provision for 
payment of retirement allowance on a 
joint and survivorship basis; increased 
death benefits equal to one year’s salary 
up to $10,000, graded thereafter, plus $2,- 
000 after four years’ service; optional re- 
tirement benefit available at ages 60 to 
64 inclusive; withdrawal benefits in the 
form of a paid-up deferred annuity after 
10 years’ service under the retirement 
provision with accruals being vested on 
an increasing percentage basis to 100% 
vesting at the end of 20 years. 

Normal retirement age is 65, when 
70% of the last 10 years average sal- 
ary (up to $15,000) will be paid as a 
service pension for the 35 years of serv- 
ice between ages 30 and 65. The. per- 
centage will be graded for excess 
amounts and shorter service. Any re- 
tirement benefit will be modified by such 
part of the social security old-age bene- 
fit as is considered to have been derived 
from taxes paid by the company. 

Disability features are similar to those 
under the previous plan. A temporary 
sickness allowance is available during 
the first 10 years of service, being a di- 
minishing fraction of the salary at the 
beginning of sickness. After 10 years, 
employes are eligible also for the dis- 
ability allowance consisting of one-third 
of the average annual salary for the 10 
years of active service immediately pre- 
ceding disablement or, if greater, the 
amount of the retirement income which 
would be available at 60 under the op- 
tional retirement benefit provision based 
on service prior to disablement. During 
sickness, the employe is regarded as still 
in active service, but on the beginning 
of disability his active service is termi- 
nated. 








Payday for Actuarial Students 








A. J. McAndless, president of Lincoln National, is shown presenting checks to com- 
pany employes who successfully completed examinations of American Institute of 


Actuaries and Actuarial Society of America. 


Left to right: F. W. Clark, John Phelps, Miss Julia A. Smith, C. J. Woodley, Miss 
Mary M. Cusic, Mr. McAndless, Vice-president W. O. Menge, and Henry F. Rood, 


actuary ordinary department. 


Miss Cusic has now earned a fellowship in the two societies. She is one of but 15 


women who have achieved this distinction. 


Mr. Woodley, an associate of Actuarial 


Society, has hut one examination to complete for attainment of the fellowship degree. 
Mr. Clark, Mr. Phelps, and Miss Smith, having completed five examinations, are now 


associates of both societies. 





Penn Mutual Movie 
on Financial Status 
Shown in Chicago © 


The unusual ‘sound movie report 9 
stewardship of the Penn Mutual Life 
officers, which had its premiere recently 
had an ambitious showing Monday jy 
Chicago before a large gathering ¢ 
policyholders and agents, with Preg. 
dent John A. Stevenson and a numbe; 
of the home office executives as host; 
J. M. Royer, one of the three Chicago 
general agents, was  master-of-cere. 
monies, and the other two generjl 
agencies took part, Stumes & Loeb ané 
W. A. Alexander & Co. ; 

President Stevenson held the rostrum 
for some time before the showing, 
touching on high points in the annual 
financial accounting. He noted that 
Penn Mutual now is among the less 
than 50 U. S. corporations with a bil. 
lion of assets, and also that the com. 
pany in its more than a century neyer 
had defaulted on a single obligation to 
a policyholder, and that none through- 
out all the wars and depressions of the 
last century ever had any occasion to 
worry over his investment in Penn My. 
tual. 

He also stated that in report of the 
recent convention examination which re- 
quired some seven months, the exami- 
ners made not a single criticism, but 
accorded Penn Mutual strong financial 
condition, sound management, and con- 
ducted for the benefit of policyholders, 

The officers. have a high sense of 
their trusteeship, he said, and have a 
most thorough, careful and conserya- 
tive investment policy, with great dig. 
crimination in selection of investments 
and proper accounting. Nevertheless, 
investment gain is something that must 
be sought and does not come without 
effort. Recently there has been com 
siderable expansion in private lending, 
he said. Life companies have to go 
out after investments; these are not of 
fered freely as in past years. 

There is a continuing lessening of the 
interest rate, he said, as contrasted to 
the predictions and comments of some 
economists that the rate is stiffening. 
A high return, relatively, now is about 
314%, he stated. 

Mortality has gone down but also has 
interest rate, and the two trends about 
cancel each other. But in general the 
premium rates derived from use of the 
new CSO mortality table will be some- 
what higher than under the old Ameri- 
can experience table. Mr. Stevenson 
said this was a significant fact in con- 
nection with the popular fallacy that 
use of the more modern table would 
reduce rates. He was one of the au- 
thorities called before the TNEC inves- 
tigation in Congress, one of whose facets 
was criticism of the obsolete table as 
showing a mortality higher than actu- 
ally experienced in view of advances of 
medical science. : 

He reported Penn Mutual business in 
force last year gained $100 million over 
1945, a record gain, and 50,000 new 
policyholders were added, the total Dec. 
31 being over 300,000. 

Life insurance has not yet insured 
America’s income for one year, he said, 
because total life insurance in force im 
this country Dec. 31 is estimated to 
have been $174% billion, but the annual 
income for 1947 it is believed will be 
$175 billion. He commented that in 
the good old days before the war life 
men talked blithely of insuring the an- 
nual income five to one, which for 1947 
would call for an in-force figure of 
about $875 billion. : 

A buffet lunch followed the showing, 
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with President Stevenson and the other 
officers receiving. Also present from 
the home office were Eric Johnson, 
vice-president in charge of agencies; 
Malcolm Adam, vice-president in charge 
of operations, and John Meyer, secré- 
tary. Edward Brown, president First | 
National Bank, Chicago, a trustee, at) 
tended, 
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Provident Mutual 
Round Table Meets 
in Palm Beach 


Program Proves Agents 
Able Pickers, 300 
Soak Up Sun, Ideas 





The Provident Mutual round table, 
composed of quarter million dollar pro- 
ducers, held its first national convention 
for five years at Palm Beach, Fla., with 
300 in attendance. The general agents 
association also convened at the Bilt- 
more. 

Program of the round table meeting 
was selected by the agents themselves 
and they also picked the speakers. 

Recreational activities included cruis- 
es, a visit to Gulfstream Park, a recep- 
tion, dinner and dance, a fashion show, 
and an evening of mixed games. A 
deep-sea fishing party had to. be can- 
celled because of rough weather. All 
were accorded bathing privileges. 

Linton Is Optimistic 


Despite the present confused picture, 
no severe recession is likely in the im- 
mediate future, according to President 











M. A. Linton 


W. K. Wise 


M. Albert Linton, who addressed the 
opening luncheon. 

Saying that unsound economic think- 
ing prolonged the unemployment of the 
last depression until the outbreak of 
war, Mr. Linton expressed faith in a 
changed attitude on the part of govern- 
ment and the people regarding the func- 
tion of business. 

“There are many indications that the 
country is returning to sound princi- 
ples,” Mr. Linton said. “Congress is 
endeavoring to balance the budget so 
that we shall live within our income, 
retire some of our debt, and reduce taxes 
where practicable. It is entirely likely 
that a reduction in the tax rate may ac- 
tually increase the gross tax receipts by 
stimulating business and increasing the 
production of wealth which is the source 
of all tax revenue. 

“Today’s most pressing problems are 
high prices and labor unrest. If labor 
insists on higher wages without a corre- 
sponding increase in efficiency in pro- 
duction, it is certain that higher prices 
will follow, and the end will be worse 
than the beginning for the worker as 
well as for the rest of society. 

“Increased efficiency should be re- 
flected first in reduced prices to the con- 
sumer, thus benefiting everyone, and 
second in increased wages. It is likely 
that a restoration of the balance of 
power between labor and management 
will be a helpful factor in stimulating 
this greatly needed increase in effi- 

















| ciency.” 


Vice-president Willard K. Wise, who 


| Presided at the opening meeting, paid 


special honor to Warren T. Smith of the 
Bechtel & Farrington agency, Phila- 
delphia, who has qualified for every pro- 


, duction club in the history of the com- 
pany. 


Mr. Smith received an ovation, 
as the only company agent to have ac- 


XUM 


complished this achievement. Mr. Smith 
pointed out that the agent who prospects 
along natural and recreational lines is 
likely not only to have a high production 
but also a full life of social and spiritual 
satisfaction. 

Robert H. Porter of Detroit, who 
made the club in his first year, gave 
credit to a good sales talk and to suc- 
cessful direct mail as the means of help- 
ing the new man to produce. He sug- 
gested that the agent should belong to a 
number of. organizations in which he 
would find not only an outlet for civic 
and cultural urges but gratification of a 
liking for people as well. 

An entire session was devoted to busi- 
ness insurance, with the company’s gen- 
eral counsel, Thomas A. Bradshaw, in 
the chair. 

Stephen D. Green, Jr., of the Baker 
agency, Philadelphia, cited figures to 
show that the greatest number of firms 
are in the category which employs less 
than 50 individuals, and that such firms, 
whether they be sole proprietorships, 
or close corporations, are most natural 
for business coverage. 


Business Case Reviewed 


Harry W. Andrews, Tacoma, one of 
the company leaders for over a decade, 
told of three partners whose corporation 
assets amounted to only $1,500 but 
whose individual earnings from the firm 
amounted to $10,000 a year. By show- 
ing them that their interest in the firm 
was not one-third of $1,500 but the cap- 
italization of a $10,000 income, he sold 
them life insurance to solve a real 
problem. 

Mr. Andrews urged that every busi- 
ness insurance agreement provide money 
to pay the entire purchase price of the 
deceased partner’s interests, a binding 
agreement on the decedent’s estate to 
sell its share, and a binding agreement 
on the survivors to purchase the dece- 
dent’s share. 

Samuel L. Zeigen, general agent in 
New York, said that the important fact 

(CONTINUED ON PAGE 22) 


Cincinnatians Rope in Valuable 
Sales Tips at Annual “Rodeo” 





CINCINNATI—A broad and useful 
bill of fare of sales talks and demon- 
strations for all types of agents—debit 
man, veteran, round table member and 
neophyte—was presented here in the 
form of a sales “rodeo”, staged by Cin- 
cinnati Life Underwriters Assn., under 
the general chairmanship of L. B. Perin, 
Fidelity Mutual, president. It was a 
fast moving meeting with brief intro- 
ductions, and carried out the “round-up” 
idea throughout. 

H. R. Hill, Life of Virginia, Rich- 
mond, led off after spending most of 
the night in a plane trying to locate a 
landing field and used this experience 
as an illustration of the importance of>* 
careful choice of language in selling. 
He said, “I was told not that it was 
unsafe to land, but rather that atmos- 
pheric conditions were below our stand- 
ards.” Mr. Hill laid strong emphasis on 
the selection of right words at the right 
time, stating that this requires a skill 
which may be acquired only through 
study and practice. Movie actors are 
good only because of long practice, he 
said. 

“Programming Without a Benefici- 
ary” was taken up by Howard Cam- 
mack, John Hancock, Charleston, W. 
Va. Many individuals who are not 
heads of families need programs, Mr. 
Cammack contended, stating that he 
meant people who for one reason or 
other do not open themselves to the 
traditional program idea. Recommend- 
ing specific talks for these types, Mr. 
Cammack used a 15 year old boy, a war 
widow, and a veteran now in college 
or doing “on-the-job” training and who 
lacks the concept of family destiny, as 
typical cases. He offered most effective 
sales demonstrations for each, empha- 
sizing long term savings for the boy 








April 1, at Tampa, Fla. 
April 2, at Atlanta. 


Advertisements in local 


that city. 





Penn Mutual Centennial Movie 


The Penn Mutual Centennial animated motion picture, 
“100 Years of Security,”—a combination history of the 
Company and annual statement—is booked for showings 
in the following cities during 'the next ten days:— 


April 7, at Wichita, Birmingham and Urbana, III. 
April 8, Springfield, Ill., Pittsburgh, New York City, 


Memphis and Minneapolis. 


place and hour of the showing, and cards of admission 
for policyowners and friends may be secured by tele- 
phoning or writing the Penn Mutual General Agent in 


1847 — Penn Mutual Centennial — 1947 


THE PENN MUTUAL LIFE INSURANCE CO. 
Joie, oe 


INDEPENDENCE SQUARE, PHILADELPHIA 


newspapers announce the 

















and the veteran, and income when she 
needs it for the war widow. 

One of the high points of the meet- 
ing was an inspiring address by V. J. 
Harrold, Lincoln National, Fort Wayne, 
at the luncheon. Citing the millions of 
new babies, new homes, new businesses, 
high taxes and many current problems, 
Mr. Harrold implored agents never to 
forget that “people will continue to act 
like people, because instincts are older 
than civilization.” He advised against 
cutting corners in getting into the pres- 
entation. Talks should be directed to 
the very foundation of the prospect’s 
hopes and desires, he concluded. 


Close Cooperation Urged 


Admitting that it was true too often 
that well conceived plans of life under- 
writers and trust counselors are 
“knocked into a cocked hat” by the 
legal profession, Joseph H. Head, Cin- 
cinnati attorney, predicted closer co- 
operation between agents, lawyers and 
trust men. Agents should acquire the 
confidence of their clients to the extent 
that the client will override the lawyer, 
Mr. Head declared, pointing out that 
this required the underwriter to be able 
to recognize tax problems when they 
exist, and to appreciate various tax 
aspects. “You can find someone with 
the answers, if you know the prob- 
lems exist,” he said, “but until you 
are able to recognize the problems, pass 
up estate planning.” 

Mr. Head cautioned agents not to try 
to fit all cases to a few fixed patterns. 
The agent should give the prospect a 
picture of the situation if he dies within 
the next few years, not in the indefinite 
future. He said the agent must keep 
himself well informed of the problems 
of the day. 


Agents Should Guide Clients 


Too few agents make clients out of 
policyholders, contended Maynard 
Conklin, trust officer, Fifth Third 
Union Trust Co., Cincinnati, a former 
agent. Mr. Conklin said that nearly 
half of the cases with life insurance 
problems that come to his bank, walk 
in, voluntarily. Most of them he said 
are more confused than they will admit 
and furthermore seem to feel that they 
have completely discharged all obliga- 
tions to the agent because he has earned 
a commission. Mr. Conklin urged 
agents to guide clients to fit life insur- 
ance in as part of their general estate. 

Eric Sleith, assistant director of 
agencies, Commonwealth Life, outlined 
the job of the man 
on the debit in de- 
tail, and made a 
real hit by acting 
out a demonstra- 
tion showing all 
the things not to 
do during an in- 
terview with a 
prospect. 

Mr. Sleith char- 
acterized debit 
management as 
the art of control- 
ling a_ localized 
area. ; 

He said the present value to policy- 
holders of an average debit is $50,000. 

Its ultimate or future value is $600,- 
000. . 

The industrial agent’s job is broken 
into six component parts, receiving pre- 
miums, filing reports, conservation, sell- 
ing protection, paying claims, acting as 
an advisor. 

Success in debit management de- 
pends on knowing the things necessary 
to succeed and doing those things, he 
concluded. 

Mr. Perin who presided at all ses- 
sions, was assisted by T. W. Evans, 
Massachusetts Mutual, W. A. Spiker, 
New York Life, B. F. Heald, Lincoln 
National and T. S. Muir, Guardian 
Life. 





Erie Sleith 
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Insurers Take 
Big Share of 
A.T. & T. Issue 


Prudential has bought $50 million of 
American T. & T. 35-year 234% deben- 
tures, Metropolitan Life $15 million, and 
New York Life $10 million of the same 
issue according to first reports on the 
$200 million offering. 

New England Mutual is also said to 
have purchased $5 million and Penn Mu- 
tual $214 million. ‘ 

Other insurance participants in 
smaller amounts are Home Life, Fidelity 
Mutual and Pacific Mutual. 

The debentures were priced at 100.75 
to yield about 2.72% to maturity. The 
issue, said to represent the largest single 
bond issue in the history of corporate 
finance, was completely taken up within 
one day after it was publicly offered. 





Iowa Group Bill Passes 


DES MOINES—A group insurance 
bill has been sent to the governor for 
signature. It is modeled after one 





drafted by the N.A.I.C. and reduces 
the minimum number that may be in- 
cluded in a group to 25. 
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YOU ARE CORDIAL- 
LY INVITED TO BE THE 
GUEST OF THE INDPLS. 
ASSOCIATION OF GENERAL 
AGENTS AND MANAGERS 
AT THE FRENCH LICK MAN. 
AGEMENT CONFERENCE, 
APRIL 10-12. 

+ 2 

THE CONFERENCE opens 
with a convention dinner, the 
evening of April 10th and con- 
tinues until noon of April 12th. 
Here is a preview of the pro- 
gram: 


Louis E. Throgmorton, Walter 
O. Menge, Cecil F. Cross, W. 
K. Niemann, William B. Hoyer, 
Charles E. Brown, Carroll C. 
Otto, Warren V. Woody, W. 
Henry Blohm, Osborne Bethea, 
Horace R. Smith, Paul Speicher, 
and a Hoosier “Town Hall” 
Panel conducted by a group of 
Indpls. general agents under the 
direction of Ray Patterson. 


IF THE WEATHER MAN 
GIVES US A BREAK, French 
Lick should be a beautiful spot 
for three day’s rest and relaxa- 
tion early in April. 

* * * 
WE WILL BE GLAD TO 
HAVE YOU WITH US. SINCE 
HOTEL SPACE IS STILL LIM. 
ITED, PLEASE DROP ME A 
LINE FOR RESERVATIONS 
AND ADDITIONAL INFOR- 
MATION. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 











\ INDIANAPOLIS 


Provident Mutual Top Men Relax 





Photo graphed 
against the tropical 
backgdrop of Palm 
Beach, Fla. are 
four Million Dollar 
Round Table mem- 
bers of Provident 
Mutual, who got to- 
gether at the com- 
pany convention. 
From the left, they 
are Frederick 
Brandwein, N e w 
York City general 
agent; Sherman O. 
Schumacher, Akron 
general agent; 
Clarence E. Tobi- 





as, Jr., Norristown general agent, and Robert H. Goldsmith, New York City. 








Baltimore Fetes 
C.L.U. Pioneers 


Presence of four men who have been 
actively associated with the founding of 
the American College of Life Under- 
writers lent a national atmosphere to the 
luncheon sponsored by the Baltimore 
C.L.U.. chapter. They were Dr. S. S. 
Huebner, president of the American 
College, Dr. David McCahan, dean of 
the college, Ernest J. Clark, past presi- 
dent and life trustee, and Julian S. My- 
rick, chairman of the board. 

More than 200 were present including 
C.L.U. students, members of the Balti- 
more Association and the general agents 
and managers round table. 

Hugo L. Hurrelbrinch, president of 
the ‘Baltimore chapter welcomed those 
present and introduced Homer E. 
Turner, chairman of arrangements, who 
introduced the speakers. 

Mr. Clark gave a talk on the period 
from the time the idea originated in 
1913 until the college was incorporated 
in 1927. He said the pioneers met with 
considerable pessimism and opposition, 
but sufficient support was enlisted to 
insure organization of the college 14 
years later. 

Dr. McCahan covered the period from 
1927 to the present time. He told of the 
tremendous decisions which had to be 
made as to the educational background 
required. There was also the question 
of standards for the examinations which 
led to the present high standards. 

While he did not anticipate anything 
like the growth of the industry during 
the next 45 years that had taken place 
since the turn of the century, Dr. Hueb- 
ner prophesied continued growth. It was 
his opinion that the C.L.U. would play 
an increasingly important part in this 
growth; that this professional agent 
would have the responsibility of evalu- 
ating human economic life in the same 
manner that property has been evaluated 
for generations, and that the future pur- 
chaser of life insurance would adopt an 
agent in the manner it is common prac- 
tice to have a family physician. The 
day of just selling a policy will disappear 
along with the package sale, except as it 
fits into the program. 

Gifts were presented in behalf of all 
chapters as evidence of their apprecia- 
tion. Mr. Myrick in a brief talk ac- 
cepted these gifts. 


Resolution to Change NSLI 


Act Evokes No Response 


LINCOLN, NEB. — The Lincoln 
Assn. of Life Insurance Underwriters, 
at its March 19 meeting, took no action 
on a resolution of the National Assn. 
of Life Underwriters that Congress 
amend the National Service Life Insur- 
ance act. The amendment after its ef- 
fective date would make ineligible for 
government insurance any person join- 
ing the army. The resolution was offered 
by Charles E. Cleeton of Los Angeles, 
trustee of the National association, who 
spoke on-the national group’s aims and 
problems. 


509 Legal Reserve 
Companies in U. S. 


There are now 509 legal reserve life 
companies in the United States, accord- 
ing to the Institute of Life Insurance. 
This is an increase of 46 over the num- 
ber doing business last year. 

Texas leads in the number of com- 
panies with 76, up 21. Other leading 
states are: Louisiana, 54; Illinois, 27; 
New York, 20; and Pennsylvania, 20. 
There is now at least one company 
domiciled in every state except Wyo- 
ming. 


Policy Loans Hit 19 
Year Low in 1946 


Life insurance policy loans were at 
the lowest level in 19 years in 1946, the 
ratio to total life insurance funds avail- 
able for loans dropping to below 5%, 
the Institute of Life Insurance reports. 

The decline is attributed to continued 
heavy repayments of old loans, which 
more than offset new ones during the 
year. Policy loans in 1946 amounted to 
$250 million, an increase of 40%. Total 
loans outstanding as of Jan. 1 are esti- 
mated at $1,860 million, a reduction of 
about $100 million. 








Importance of Selecting 
Agents Stressed in Utah 


SALT LAKE CITY—The March 
meeting of the Utah Life Managers 
centered around “The Importance of 
Selecting of Men in Agency Develop- 
ment.” 

Before the meeting six personal his- 
tory outlines were mailed the members 
giving the background of as many 
agents who had been brought into the 
business a year ago. The managers 
were asked whether they would have 
“hired the man.” At the meeting the 
results of these six men, a year later, 
were disclosed and the reasons given 
for their success or failure checked 
against. the picture before the manager 
at the time of hiring. Each member 
present was given a copy of L.I.A. M. 
A. publication, “Is This the Man for 
me?” 

Elmer F. Davy, Home Life, the 
group’s program chairman, pointed out 
that with the cost of inducting and 
training new agents continually increas- 
ing, the problems of turnover is becom- 
ing very expensive. In view of that fact 
aptitude in selection methods must 
come through better personal history in- 
terviews, fuller gathering of facts about 
the new man and better development of 
judgment on the part of agency man- 
agers, he said. “Almost every agency 
management problem, including those 
of agency morale, expense, turnover, 
field direction, acceptance by the pros- 
pect, financing and profit can be greatly 
alleviated by more careful selection of 
the men we bring into our agencies,” 
Mr. Davy concluded. 


U. S. Chamber Sets 
Pension Rally for 
Hoosiers May 10 


WASHINGTON—Third _pensiog 
trust conterence of the series planned 
A. L. Kirkpatrick, manager U, § 
Chamber of Commerce insurance de. 
partment, will be sponsored jointly by 
the national chamber and the Indianapo. 
lis and Indiana state chambers of com. 
merce at Indianapolis April 10. 

The meeting will be addressed by four 
experts on various phases of employe 
retirement plans. It will be conciuded 
by a dinner at Columbia Club, which 
will be addressed by an industrial ex. 
ecutive. 

G. Warfield Hobbs, III, vice-pregj. 
dent City Bank Farmers Trust Co., New 
York, will speak on “A Basic Approach 
to the Retirement Problem—¥ensiog 
Plan or Profit Sharing Plan”; A, D, 
Marshall, assistant secretary General 
Electric Co., Schenectady, “What Do 
Employers Want in a Plan? What Do 
Employes and Executives Want?”; Pe. 
ter H. Husch, member of the law firm 
of Salkey & Jones, St. Louis, “The Ej. 
fect on Taxes”; J. B. Glasser, Chicago 
general agent of Continental Assurance, 
“Building a Retirement Plan.” 

The U. S. Chamber stated that “par- 
ticular emphasis is laid on the oppor- 
tunity which will be offered to em- 
ployers to ask questions” at the Indian- 
apolis conference “about the installation 
of a new plan or operating an existing 
one.” 

Invitations to cooperate in the confer- 
ence are being extended to local cham- 
bers of commerce in Indiana, eastern 
Illinois and western Ohio. Attendance 
will be limited to 200. 

Two earlier pension trust conferences, 
at Philadelphia and St. Paul, attracted 
attendance from wide areas. A year or 
so ago a first pension trust forum was 
held under U. S. Chamber auspices at 
New York. ‘ 

The U. S. Chamber of Commerce in 
cooperation with the St. Louis chamber 
will conduct a conference on pension 
trusts and employe bonus plans in Hotel 
Statler in that city May 19-20. Details 
are being worked out by the insurance 
department of the U. S. chamber. There 
will be morning and afternoon sessions 
May 19, a dinner that evening, and 
May 20 there will be a morning session, 
and probably one in the afternoon. 


Paul Danner Testifies 


WASHINGTON—Paul R. Danner, 
director of foreign agencies of U. 
Life, at a hearing before the House 
committee on interstate and foreign 








commerce, reported that Francis B. 
Sayre, U. S. representative on a United 
Nations organization, favored compet: 
sation to American civilians held pris 
oners by the Japanese in the Philippine 
Islands for loss of property and earning 
capacity. 

Mr. Danner presented a letter from 
Mr. Sayre, a son-in-law of the late 
President Woodrow Wilson, endorsin 
the objective of pending legislation ot 
the subject. One bill proposes to utiliz 
proceeds from seized Japanese assets 10 
compensate civilian victims. Such seit: 
ures included Japanese insurance inter 
ests in America. 


Security Mutual Sales School 








LINCOLN, NEB, — Eighteen ne 
Security Mutual Life salesmen from s§ 

states received a week’s training unde! 
the supervision of E. A. Frerichs, agen 

vicepresident. 


Union Mutual Round Table 


A group of 18 agents of Union Mt 
tual Life of Maine gathered this monti 
at the home office for a three-day meet 
ing. Speakers included President Rol 
land E, Irish, Harland L. Knight, agen 
vice-president, and Frank B. axil 
agency secretary. 
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Show Mich. 
Results for 1946 


All figures are for ordinary unless desig- 
nated (G) for group or (I) for industrial, 


Acacia Mutual 
Aetna Life 


(G) 
Alliance Life ......- 

(G) 
Amer. National ..... 
{ (I) 
Amer. United ...-..- 
Atlas Life ......-++- 
Bankers, Ia. .....--- 

(G) 
Bankers, Neb. .....- 
Bankers L. & C...... 
Bankers Natl. Life. . 
Bankers Sec. Life.... 


Beneficial Standard.. 
B. A. R. B....ceceees 
Berkshire Life 
Business Men’s 


Canada Life ........ 
(G) 
Central Life, Ia...... 
Central Life, Ill...... 
(e8) 
Columbian Natl. .... 
(G) 


Columbus Mutual ... 
Confed. Life 
Conn. General 


Conn. Mutual 
Conservative Life ... 
Cont’! Assur. 


a) ee i ea 
Crown Life ......... 
Cuna Mutual ....... 
(G) 
Dominion: 2... c0<ess 
(G) 
Equitable, Ia. ....... 
Equitable Soc. ...... 
(G) 


Expressmen’s Mut. .. 
Farmers & Traders. . 
Federal L. & C...... 


Federal Life ....... 
I) 
Fidelity Mutual ..... 
RMMOEN  o's'6:0.5's.0.6:4 66 
General Amer. ..... 
(G) 
Gon, Life, Am....... 
Girard TO vce cicccece 
Great Lakes Mut.... 
(1) 
Great Northern ..... 
AN ERE. WEOME 9. 6-c's'a' oso 
(G) 
Guarantee Mutual .. 
Guardian, Am, ..... 
TROMIG SAND. 0 v:c0:cc cess 
Indianapolis Life ... 
Jefferson Natl. ..... 
John Hancock Mut.. 
(G) 
(1) 
} a) > ee eee 
Lafayette Life ..... 
BeltO) OG Vs o.0:0:s-0:0 
(G) 
(I) 
Lincoln National .. 
(G 


Loyal Protective .. 


Lutheran Mutual ... 


Manufacturers ...... 
(G) 

Manhattan ......... 
Mate; Mute: o.ks acs 
(G) 

Metropolitan ....... 
(G) 

(1) 
ie 
; (G) 
Midland Mutual ..... 
Minn. Mutual ....... 
(G) 

Monarch Life ....... 
Monumental Life ... 
(I) 


Mutual Ben. 
Mutual Life 
Mutual Trust 
Natl. 


Natl. L. Assur., Can. 
National Life, Ia 
National Life, Vt. 


Natl. Masonic Prov. 
N. E. Mutual........ 
N. Ps CUGEEOY bs cece sss 
Nor. Am, Accident. 
Nor, Am. Assur. ? Can. 
} (G) 
Nor. American, Ill... 
Nor’n Assur., Can.. 


Nor’n Life, Ww. ash.. 
Northwestern Mut. 
Northwestern Natl.. 
Occidental, Cal. ..... 
Ohio National 
Ohio State 
UO TAGS oe ae to 
Old Rep. Cred 
Pacific Mutual 
Paul Revere 


$ 
2,821,299 
18,732105 
178,611,886 
3,953,428 


219,675 


450,075 
37,577,587 


128,362,210 


11,160,466 


11, 184, 087 
, 943,63 
5, 698,732 


309,500 
9,579,221 
1,161,180 
6,493,444 

44,500 
9,005,949 
24,009,715 
96,197 
2,371,542 
1,500 
114,310 
4,367,820 


808,871 
21,000 





New Business In Force 


12,830,779 


112,203,789 
347,048,903 


20, 514, 664 






1,294,000 
2,437,453 





819, 200 


,300,971 
105, 339,709 
1,435,984 
1,102,196 
863,986 
10,524,923 
251 


10,339,162 
35,151,690 
6,490,356 
591,075 
203,891,865 
205,463,873 
110,573,293 
8,702,416 
16,404,235 
28, 032, 623 


63,161,570 
174,500 
2,633,609 
136,216,962 
76,000 
647,227,628 
660,364,210 
381,683,956 
27,331,702 
3,796,105 
9,236,208 
11,804,181 
3,593,300 
5,421,448 
14,851,934 
17,526,695 
229. 917, 675 
117,866,183 
16,384,819 
24,465,177 
597,900 
45,088,698 
282,002 
2,558,531 
39,506,191 
150,000 
79,202,761 
211,064,210 
689,154 
17,472,374 
15,000 
3,357,504 
9,465,535 
aaa 
279,768,3 
27,247,755 
9, $96,000 
12,437,009 
7,660,899 
31,596,765 
11,059,280 
2,971,603 
3,168,951 
16,649,396 
7,903,205 
79,139,598 
434,301 
32,656,037 
4,132,538 
29,000 





New Business In Force 
3 

Provident L. & A.... 195,755 $61,352 

(G) 863,221 4,629,000 
Provident Mutual ... 8,785,763 48,970,946 
Prudential .......... 74,431,217 475,235,215 

(G) 100,983,747 157,765,458 

(I) 21,561,032 290,688,626 
Reliance, Pa. ....... 6,234,464 33,565,603 
Rockford, Til. ...... 73,500 1,463,551 
Security Mutual .... 1,100,061 6,448,114 

(G) 117,000 251,000 
Standard ........+:. 737,991 1,639,423 
State Pare okc< cs 2 4% 4,113,030 19,205,350 

(G) 14,147 461,678 
State Life, Ind...... 303,758 5, 032,148 
State Mut., Mass..... 3,608,901 

(G) 1,435,226 
so cvcacccces 2,467,137 

(I) 4,018,403 7,491,363 





Sun, Canada ....... 13,874,523 106,764,204 
(G) 26,544,700 52,500,345 
Peaweleeg es «cc. ce s<+ 9,435,679 79,453,518 
(G) 108,900,983 251,180,786 
Union Central ...... 2,187,526 26,137,322 
Union Labor ........ 100,051 590,308 
(G) 2,041,750 6,689,250 
Tnion Mutual ....... 805,064 4,408,786 
WE vce mcccccewes 489,440 565,036 
(I) 6,032,645 13,487,344 
Waited “WOR 6c. csuss 8,301,520 27,168,359 
(G) 142,000 51,000 
United L. & A....... 687,014 3,603,687 
Washington Natl. ... 2,844,952 10,147,129 
(G) 2,030 4,455 
(I) 6,018,309 13,719,681 
Western & Southern. 16,225,539 $1,816,767 
(G) 100,250 933,100 
(I) 9,828,706 91,140,353 
Wisconsin Natl. 6,075,994 16,562,196 





Woodmen Central $91,139 994,889 
DE eee 532,000 - 450,000 
Total Ordinary ... 665,045,101 4,484,679,545 
Total Group ...... 1,366,388,970 1,954,587,537 
Total Industrial ... 128,169,756 1,074,408,519 
Total All Lines... .2,159,603,827 7,613,675,601 


*Includes fraternal. 


Name Dunbar Agency Assistants 

Edwin J. Robinson, L. B. Jett and 
Tyreen S. Jones has been named agency 
assistants of Dunbar Life. Mr. Robin- 
son supervises southern Ohio; Mr. Jett 
the Cleveland area and Mr. Jones is edu- 
cational supervisor. 





GERIATRICS: HELPING OLDER PEOPLE ENJOY LIFE LONGER 





RED BLOOD CELLS 
The diameter of the red blood cell 
in life is 257100,000 of an inch 


















RED BLOOD CELL PRODUCTION 


Inthe normal human adult, red blood cells are 
manufactured exclusively in the red bone mar- 
row. These cells, containing the red coloring, 
hemoglobin, pass into the blood stream where 
they carry oxygen from the lungs to the tis- 
sues, and carbon dioxide from the tissues back 
to the lungs to be discharged there through 
respiration. Anemia results from either too 
fast a destruction or too slow a manufacture or 
release of red blood cells. The color of the bile 
is derived from the hemoglobin of that frac- 
tion of the red blood cells destroyed each day. 








~~ Semi-schematic drawings by Jean E. Hirsch 


Longer life for people past 40 


Most people have had, or will some- 
time have, anemia. 


In younger individuals this condi- 
tion is usually easy to correct: young 
bone marrow has great capacity to 
make new blood. For those over 40, 
anemia calls for more concern. It may 
even warn of some serious hidden 
ailment that demands attention. 


Fortunately, recent strides in medi- 
cal science enable almost every 
anemic person to live a comfortable, 
normal life span. This marks another 
achievement in what has come to be 
termed geriatrics, the science of help- 
ing older people enjoy life longer. 

Anemia is a deficiency in quantity 
or quality of red blood cells. It can 
result from malnutrition, including 
lack of minerals, chiefly iron; from 
infection, glandular dysfunction, loss 
of blood; from lack of balance be- 
tween production and destruction of 
red blood cells. Its most prominent 
symptom is fatigue. ; 


So-called “‘ pernicious anemia,’ 
which only 20 years ago was invari- 
ably fatal, is still formidable be- 
cause if not diagnosed early it may 
affect the nervous system. But thanks 
to modern liver therapy, death or 
paralysis from pernicious anemia is 
now virtually unknown. 


Anemia is best detected by hemo- 
globin determination. Hemoglobin, 
the oxygen-carrying portion of the 
red blood cell, is an excellent 
barometer of your health. 


If examination reveals low hemo- 
globin, your physician, after proper 
diagnosis, has at his disposal effective 
remedies for correcting this condi- 
tion. For anemia is no longer an in- 
evitable “old age” ailment. Its con- 


quest gives further promise to the man 
or woman of 40 for another 30 years or 
more of enjoyable, purposeful living. 


Getting the most out of those years 

requires financial independence, best 
provided through savings and life in- 
surance. Your NWNL agent, paid not 
primarily for how much insurance he 
sells you but for what you keep in force, 
has every reason to provide you with 
exactly the right kind and amount, 
measured by what you need and can 
afford. He can help you plan wisely 
for a financially comfortable future 
through life insurance. 
FREE PAMPHLET: “Your Life’s 
Blood” tells how the body's hemopovetic 
system affects your health and well-being. 
Sent free on request. 


NORTHWESTERN Vational LIFE 


INSURANCE 
©. J. Arnold, President 





COMPANY 


Minneapolis 4, Minn, 
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HteNATIONAL UNDERWRITER 








Anniversary 
Number Now 
Is Being Mailed 


The golden anniversary 
THe NATIONAL UNDERWRITER will begin 
to reach subscribers this week. The 
first thing that will impress those who 
see it is its size, 320 pages. However, 
it contains more than 100 major articles 
and features, many of them among the 
finest THE NATIONAL UNDERWRITER has 
ever published. There are 339 adver- 
tisements, and it is the largest single 
edition ever issued by any insurance 
publication. 

Regular subscribers to the two edi- 
tions of THe NATIONAL UNDERWRITER, 
the fire and casualty and the life, re- 
ceive the special number without 
charge. 

Many of the leaders in the insurance 
business contributed studies of lasting 
value, and the quality of the editorial 
content is extremely high. Although it 
was impossible because of the limita- 
tions in space to review all of the events 
of importance in the development of in- 
surance in the last 50 years, or to turn 
the spotlight on every one of the men 


number of 


who helped to make insurance history 
since 1897, or even to cover in detail 
every phase of the business, the major 
landmarks since 1897 have been treated. 

Yet the edition is by no means de- 
voted entirely to reminiscences. As a 
matter of fact, much of the material 
deals with present day problems and 
future possibilities. The authors have 
looked ahead as well as to the past. 

First of all the edition is a reflection 
of the impressive place that the insur- 
ance business has made for itself in the 
American economy. However, it is also 
a tribute to those who started THE 
NATIONAL UNDERWRITER and whose ef- 
forts placed it in the forefront of in- 
surance publications. More than any 
other single edition the company has 
ever published, it is the product of the 
entire NATIONAL UNDERWRITER organiza- 
tion. It is an interesting and _ signifi- 
cant issue. 


Hanna With Conference 


John P. Hanna has joined the staff 
of the Health & Accident Underwriters 
Conference to assist in legal and insur- 
ance department activities. He is a grad- 
uate of DePauw University and North- 
western University law school, Chicago. 
He was a lieutenant in the navy, with 
four years service. 










it grows. 


Thus we may 


LIFE 
LOUISVILLE « 


She 
COMMONWEALTH 


Commentary 


EARNING POWER vs THE LIFE CONTRACT 


Earning power is a peculiar thing. It decreases even as 
By this we mean that, even though a man’s 
4 earning power rises to a crest between youth and middle 
age, yet each day’s wages collected (starting with the 
first pay-check!) must be subtracted from the total to 
be earned across a lifetime to give the future earnings— 


a figure which constantly. decreases. 


say that the value of a man as a wage- 
earner is in a state of continuous depreciation. 
look forward to earning at a greater rate as he matures, 
certainly—but he must also foresee that his prospective 


aggregate earnings grow smaller as the years pass. 


Consider the characteristics of the life insurance con- 
tract, on the other hand: as it increases in age it in- 
creases also in value, and its future worth is guaranteed 
to grow to still larger proportions. 
financial instrument so well designed to offset the de- 
preciation of personal earnings. 


Insurance In Force February 28, 1947 — $313,129,020 


COMMONWEALTH 


INSURANCE COMPANY 


MORTON BOYD, President 







He may 


There is no other 
































HAIL WESTERN MOVE 


L. A. Leaders 
Extend Welcome 


to Prudential 


LOS ANGELES—A luncheon was 
given here for Vice-president Harry J. 
Volk of Prudential by Norman Chand- 
ler, publisher of Los Angeles “Times,” 
at which time the announcement was 
made locally that Prudential will estab- 
lish a western department and has pur- 
chased 10 acres on Wilshire boulevard 
for $114 million and will put up a height 
limit building as its western headquar- 
ters. Mr. Volk will be in charge. Mr. 
Volk said 2,000 will be employed there. 


Advisory Committee Named 





It also was announced that an advis- 
ory committee of local business leaders 
had been chosen to counsel the com- 
pany. It consists of Mr. Chandler as 
chairman; P. G. Winnett, president of 
Bullocks, Inc.; LeRoy M. Edwards, 
vice-president Southern California Gas 
Co.; James E. Shelton, president Secur- 
ity-First National Bank, and Justin 
Dart, president of United-Rexall Drug 
Co. 

Mr. Chandler said the decision to es- 
tablish the western headquarters here 
grew out of a 1944 golf game with Rear 
Admiral (Retired) Gerald Eubank, when 
the latter was passing through Los An- 
geles on his return from Pacific duties. 
Mr. Eubank is now in charge of Texas 
operations for Prudential. 

“History has shown,’ Mr. Volk said, 
“that the control of money and the cen- 
ters of art, literature and culture have 
ever moved westward. The west today 
bears the same relationship to the east 
that the east had toward Europe a cen- 
tury ago. California, particularly, has 
the opportunity of becoming the center 
of a new golden age. 

Mayor Bowren, city and county offi- 
cials and business men were guests at 
the luncheon. 

According to Mr. Volk the new head- 
quarters will handle an annual income 
of about $100 million making available 
locally for investment in western enter- 
prise more than $1 million a week. 


Conn. Bill Seeks to Grab 


Unclaimed Funds for State 
HARTFORD — Life companies were 
among the active opponents last week, 
at a hearing before the legislative ju- 
diciary committee, of a bill to escheat 
to the state after seven years all un- 
claimed funds held by such businesses 
as insurance companies, savings banks, 


corporations and public utilities. Esti- 
mate of the amount of return to the 
state varied up to $20° million initial 


windfall and several hundred thousand 
dollars a year. : 

Insurance company representatives 
opposed the bill and suggested that all 
legislative action be postponed until 
pending litigation in New York state on 
the subject is settled. It was said that 
the New York actions eventually may 
reach the U. S. Supreme Court. 


Labor Favors Escheat 


Harold Strauch, Hartford, represent- 
ing the Connecticut Federation of La- 
bor, led support for the bill, arguing 
that no corporation or person has either 
a moral or legal right to retain funds 
which cannot be paid to rightful owners 
because they cannot be found. Attorney 
Nathan Aron, Hartford, said under com- 
mon law such money belongs to the 
state. 

Among opponents were B. M. Ander- 
son, Connecticut General; Daniel Cava- 
naugh, Aetna Life; Miss ik. Thomp- 
son, Connecticut Mutual, and H. S. 
Campbell, Phoenix Mutual. Mr. Camp- 
bell called the proposal a “shotgun 
blast” at all ‘business and individuals; 
said it would in its present form in- 
volve a forfeiture of property, cause in- 
terminable litigation and great expense 
and result in very disappointing returns. 


Prudential Aces a 


Win Acclaim 


NEW YORK—The top ordinary, in- 
dustrial and group managers of Pry. 
dential were seated at the head table 
at the banquet which closed the three. 
day business conference which _ the 
company held here and were introduced 
by President C. M. Shanks and asked 
to take a bow after he had recited their 
achievements. 

Charles W. Campbell, manager of the 


Newark ordinary agency, won the 
president’s trophy for all-round per- 
formance. The agency was first jn 


paid business, with a volume of more 
than $17 million, in net increase, jn 
new agent appointments, in volume of 
business from new full-time agents, 
in merit button qualifiers, and fourth 
in business written in proportion to 
allotment. G. S. Baker, manager of 
the Kansas City ordinary agency, was 
runner-up for the president’s trophy. 

Peter C. Zimmer, manager at Osh- 
kosh, Wis., won the president’s trophy 
in the industrial division for all-round 
performance, including production, con- 
servation, and lapse record. QO. J, 
Ofdenkamp, industrial manager at Kan- 
sas City, Kan., was the industrial pro- 
duction leader for 146. 

A. D. MacKinnon, eastern regional 
group sales manager, led all regional 
offices with a production of more than 
$100 million from his territory. J. B. 
Gatts, Atlanta, with more than $20 
million of group, was the leading dis- 
trict sales manager in the group divi- 
sion. 


Takes War Clause Issue 
to U. S. Supreme Court 


WASHINGTON — The question of 
when the war with Japan started is at 
issue in Supreme Court docket No. 
1133, in which Louise C. Bennion peti- 
tions for writ of certiorari.to the 10th 
circuit court in her suit against New 
York Life. 

She claims $10,000 double indemnity 
for the death of her husband, Capt. 
Marvyn E. Bannion, commander of the 
battleship West Virginia, in the Japan- 
ese attack on Pearl Harbor. Double 
indemnity benefits were not payable “if 
the insured’s death resulted from war or 
any act incident thereto.” 

The Utah federal court gave a judg- 
ment for Mrs. Bennion, but this was re- 
versed by the circuit court. 

The petition says the company 
charged Capt. Bennion double premium 
for double indemnity because he was 
a naval officer. 

The petition argues that state of war 
did not exist when he was killed, and 
that under the law of Virginia, where 
the policy was sold, the exception is not 
applicable unless such a state exists. 

She says that the circuit court deci- 
sion “disregards” 
vision that Congress shall declare wat 
and the congressional declaration of 
Dec. 8, 1941. 


OK State Employes’ Group 


HARTFORD—No opposition devel- 
oped Tuesday at a hearing by the gen- 
eral assembly’s committee on public 
personnel on a bill providing group life 
insurance for state employes. More 
than a dozen spoke in favor of the meas- 
ure. The bill provides for group in- 
surance for all permanent, full-time state 
employes at the rate of 60 cents per 
$1,000. The ceiling would be $1,000 of 
such insurance for employes whose an- 
nual salary is below $12,000, and $2,000 
for those above that level. The state 
would pay abput 35 cents per $1,000 for 
each employe’s protection. 


C. E. Gravel of Montreal has been 
elected to the board of the Conted 
tion Life. He is a director of the Bell 
Telephone Co. ‘of Canada and other 
corporations. 


March 28, 1947 


the constitutional pro- | 











for 


Lif 
make 
grouy 
tenan 
Judd 
agent 
of th 
write 
forun 

“t 
strun 
the 
“Con 
some 
Do 3 
holde 
belies 
woul 
insur: 


Only 
“A 


this ¢ 
insur 
their 
savin: 

“W 


move 
econc 
of lif 
insur 
cumu 
past. 
nizan 
citize 
practi 
his li! 
icy h 
indus 
real 
US 
Stabil 
“W 


contr: 
ment, 
maint 
is the 
busin 
princi 
sound 
chang 
fidenc 
believ 
enjoy: 
not ¢ 
steam 
good 
neglec 
the hi 
is the 
entitle 
Mr. 
trainit 
the be 
is the 
ness t 
most | 
contin 
skill. 
prime 
avoida 
not tc 
tion is 
and fr 
get pr 
gratify 
Benso 


Recr 
Note 


A ri 
ducted 
Canad 
suranc 
shows 
occupa 
that 3) 
$90,006 
as cor 
and ag 
49 hol 
by the 

i 
membe 
conven 
States 


1947 


y, in- 
Pru- 
table 

three- 

the 
duced 
asked 
their 


f the 
the 
per- 

st in 

more 

e, in 

ne of 

sents, 
ourth 

n to 

roof 
was 


y. 
Osh- 
ophy 
‘ound 
con- 
ae 
Kan- 
pro- 


n of 
is at 
No. 
peti- 
10th 
New 


inity 


EES OI. eR SREY RNR 














March 28, 1947 





Benson Says Life 
Policy Is Antidote 
for Communism 


Life agents have the opportunity to 
make the greatest contribution of any 
group in the United States to the main- 
tenance of a sound political economy, 
Judd C. Benson, home office general 
agent of Union Central Life and trustee 
of the National Assn. of Life Under- 
writers, declared in the Saturday sales 
forum of the Chicago association. 3 

“IT believe we hold the greatest in- 
strument in the world for prevention of 
the spread of communism,” he said. 
“Communism in its essénce mans that 
somebody gets something for nothing. 
Do you think a life insurance policy- 
holder would become a communist? I 
believe a poll of any communist meeting 
would show nobody with over $250 life 
insurance. 


Only Teachers of Thrift 


| 
. . . . | 
“A new generation is growing up in | 
,, | The Farmers and Bankers Life Insurance Company 
| 


Showing Condition on December 31, 1946 


this country, and every force except life 
insurance is teaching them to spend 
their money and not to be thrifty and 
saving. 

“We are living in a country which has 
moved on from a simple to a complex 
economy. The people need the services 
of life insurance. They must use life 
insurance, for otherwise they cannot ac- 
cumulate and bequeath estates as in the 
past. The government has taken cog- 
nizance of the economic welfare of the 
citizens. Life insurance is the 


practical method for man to accomplish | 
his life plans. When he buys a life pol- | 


icy he is buying a first mortgage on the 
industrial output of the U. S., on its 
real estate values, and also, through 
U. S. bonds, on all the people who work. 


Stabilizes Country 


“We can be justly proud of the major | 


contribution of life insurance to govern- 
ment, its stabilizing influence and _ its 


maintenance of a standard of living that | 


is the highest in the world. Ours is a 
business founded on sound fundamental 
principles, which were established so 
soundly that they have needed no 
change in 100 years. 
fidence of 75 million people. “I don’t 
believe there is another industry that 
enjoys the respect ours does. But let’s 


not grow soft because we live in a 

steam-heated industry—one that has 
* ’ 

good public acceptance. Let’s not 


neglect our policyholders. If we render 
the high order of service to them which 
is their right, we will continue to be 
entitled to our compensation.” 

Mr. Benson said those responsible for 
training men in the field have “missed 
the boat.” The world moves on, and it 
is the responsibility of those in the busi- 
ness to keep up to date, and to give the 
most modern service. They should study 
continuously, and must improve their 
skill. Good health also is one of the 
prime requisites for selling. He urged 
avoidance of mental laziness, and also 
not to waste time. Agents’ compensa- 
tion is based on their ability and effort, 
and from this work, if well done, they 
get prestige and appreciation, which are 
gratifying, as well as compensation, Mr. 
Benson said. 


Recruiting Survey, Hotel 
Notes Published by LIAMA 


A report on a recruiting survey con- 
ducted among 31 life companies in 
Canada has been published by Life In- 
surance Agency Management Assn. It 
shows that veterans outnumber all other 
occupational groups and it is estimated 
that 31% of these veterans will produce 
$90,000 during the first contract year 
as compared to 27% for nonveterans: 
and agents between the ages of 45 an 
49 hold top production honors, followed 
by the 30-34 group. 

L.I.A.M.A. has also published for 
member companies a guide to hotel 
convention locations in the United 
States and Canada, entitled “Planning a 


XUM | 


most | 


It enjoys the con- | 


Convention.” Summaries of 150 hotels, 
including 20 -Canadian locations, are 
arranged in the booklet. It includes 
available dates, meeting and banquet fa- 
cilities, room accommodations, rates, 
transportation, recreation, location, and 
was compiled by Jane E. Goodchild, 
press relations assistant. 





Revive “Passe’ Club” 

LOS ANGELES—“Passé Club, In- 
ternational” is taking on new vigor after 
some years of lethargy. Composed of ex- 
insurance commissioners plans for its 





ADMITTED ASSETS 


|Cash in Banks ............ 2387, 
MN oh. 53s: G's nts tea gear 55.85% 
| U. S$. Government ... $9,831 ,920.00 
Other Countries - 146,760.00 
State, County and 
Municipal .......... . 1,375,361.82 
| Public Utility and 
a Eee 113,830.00 
| *Stocks — Preferred... . 3.49%, 
/Real Estate Owned... ... 1.80%, 
Home Office Property.... 370,000.00 
| Balance on Real Estate Sales 
| Sane ALY, 
| 12 Farm Properties..... 35,949.46 
| 19 City Properties........ 47,520.56 
| First Mortgage Loans...... 28.46% 
263 Farm Properties 974,552.79 
484 City Properties... . 4,090,897.77 
276 FHA Title II 777,621.55 
'Loans Secured by Legal Re- 
serve on Policies......... 5.34%, 
| Interest Due and Accrued...  .36%/, 
|Net Premiums in Process of 
Coil. .i.2..00.0.. 1 
| Furniture and Fixtures. 
| Radio Station KFBI........ 
<cighiahiaiinae 
| ° 
100.00°/, 


*All Stocks & Bonds at Market or Com- 
missioners’ Valuation. 


Total Admitted Assets 


During 1946 
$906,773.08 





Paid to Living Policyholders and Beneficiaries 


/ 








resumption of activity were made at the 
mid-winter meeting of N.A.I.C. at New 
York, and the move now is in full swing. 

Vice-president and Secretary Howard 
J. Brace, of Occidental Life was made 
acting supreme secretary, and he now is 
endeavoring to secure the names and 
addresses of all living ex-commissioners. 

Instituted a number of years ago, 
James Victor Barry, who just died, was 
elected president for life. 





Three new general agents were the 
speakers at the Monday luncheon of 
Seattle Life Managers Assn., they being 


Ralph Hill, Beneficial Life; Russell E!- 
son, Central Life and Clayton Walton, 
Monarch Life. 


Am. National Laredo Rally 


American National is holding a re- 
gional convention at Laredo, Tex., May 
27-28 for its field: men from Kansas, 
Arkansas, Oklahoma and Texas. 








Indianapolis—Lloyd Ramsey, million- 
aire producer in the Jeff Gros agency of 
State Mutual Life, Memphis, speaks 
March 28, on “Minor Keys in Doing a 
Major Job.” 





Presenting 


THE 36TH ANNUAL STATEMENT 
OF 


$ 478,505.72 
11,467,871.82 


Legal Reserve on Policies 


LIABILITIES 
. .$16,740,372.64 


Reserve to Provide for Fluctuation of 


Mortality and of Market Value of 





Assets 353,499.07 
717,518.00 
7 Reserve for Taxes 62,000.00 
370,000.00 
Credits to Policyowners left with Com- 
83,470.02 pany on Deposit at Interest. 1,008, 186.34 
Special Funds Payable to Policyowners 
nee: in 1947 ...... 10,006.63 
Death Claims Due and Unpaid None 
| 096,755.44 
73,869.15 Death Claims Reported but Proof not 
Completed December 31, 1946. . 28,192.25 
403,048.97 
Charged Off Premiums and Interest Paid in Advance 494,445.00 
Charged Off 2 
= All Other Liabilities 62,409.30 
Capital & Surplus. . | ,775,000.00 
(For Additional Protection of Policyowners) 
$20,534,111.23 Tote) Gieblifes ... 0 gi see. $20,534,111.23 





Paid to Living Policyholders and Beneficiaries 


Since Organization 


$20,690,737.55 


The FARMERS & BANKERS LIFE Znsurance Company 


RADIO STATION KFBI 


H. K. LINDSLEY, President 


F. B. 


WICHITA, KANSAS 


JACOBSHAGEN, Vice Pres.-Secy. 


1070 KILOCYCLES 


J. H. STEWART, JR., Vice Pres.-Treas. 
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Ogelsby Retires; Two 
New Provident Mutual 
General Agents Named 


Boyd M. Ogelsby, Provident Mutual 
general agent in Harrisburg since 1925, 
is retiring because of ill health. 

Two new agencies will be created 
from his territory with headquarters in 
York and Harrisburg. 

Ralph W. Tipping has been appointed 
general agent in York. He entered the 
company in 1931 in Philadelphia. 
A C.L.U., he handled a number of 
agencies on an interim basis and was 
transferred to York in 1940. 

John J. Gallagher has been named 
general agent at Harrisburg. He joined 
Provident in 1941 at Camden, where he 
has led in production. 


1946 Savings Bank Figures 


Total assets of N. Y. Savings Bank Life 
Insurance Fund for 1946 were $7,337,- 
625, a 42% gain over 1945. Insurance 
in force stood at $88,966,521, a gain of 
46%, of which $8,281,000 was group in- 
surance, which showed a 94% gain. 
New issue in 1946 amounted to $26,- 
719,300, a 70% gain, of which 1,746,200 
was group. 





Hedges Addresses Managers 125 qi Ch icago 


at Los Angeles 


LOS ANGELES—Bert A. Hedges, 
vice-chairman of the general agents and 
managers section of N.A.L.U. in the 
western section, addressed the Life In- 
surance Managers Assn. here, saying 
the major problem of inflation as ap- 
plied to life insurance is an enlarged es- 
timate of the last two or three years’ ex- 
perience. Most general agents and man- 
agers are shooting over their heads, he 
said. It is not possible to know how 
good newer agents are until they have 
experienced a depression. He urged 
visiting agents in the field and said he 
had found out a lot of things by doing 
so. Keen competition keeps the agent 
from becoming too cocky. The cause 
for failure of any plans comes right back 
to the agency head. 

C. E. Cleeton, general agent Occiden- 
tal Life and a trustee of N.A.L.U., re- 
ported briefly on the recent meeting of 
the board at Milwaukee. 

Alfred Guay, general agent Ohio State 
Life, was elected a member. W. H. 
Siegmund, general agent Connecticut 
Mutual, chairman of the sales confer- 
ence, gave a brief outline of the program 
that is planned. 








HERE IS AN OPPORTUNITY 


to have your own Agency and at the same time 
enjoy the many additional advantages of offer- 
ing a COMPLETE line of protection to your clients. 
Accident, Health and Hospitalization forms, 
when added to an excellent series of Life Policies, 
are powerful aids to new appointees. 

Managerial opportunities for qualified men are 
now available in the newly-opened states of 


ILLINOIS, INDIANA, MICHIGAN and OHIO. 


A. 





Northern Life Tower, Seattle 





Please direct inquiries to 


176 W. Adams, Chicago 3 


NORTHERN LIFE 
INSURANCE CO. 


SEATTLE, WASHINGTON 


* 


LINUS PEARSON 


ASSISTANT VICE PRESIDENT 


* 


Established 1906 
D. M. MORGAN, President 





Meet of L.I.A. M.A. 
Smaller Companies 


E. J. Moorhead, actuary, set the tone 
of the annual conference for L.I.A.M.A. 
companies with $150,000,000 or under in 
force when in his opening day address 
at Chicago he called for increased at- 
tention to cost control with the pros- 
pect of an expense rate which will rise 
when production falls from present ab- 
normal levels. The three day meeting 
was attended by 125 agency leaders of 
95 companies. 

Mr. Moorhead urged his hearers to 
adjust now to a new set of conditions 
and said that prices are up and still 
rising; lapse rates are rising and the 
complexities of the business are being 
increased by many factors. 

“The central fact about the period 
ahead,” Mr. Moorhead said, “is that we 
must adjust ourselves to a new set of 
conditions. We might compare ourselves 
with the dinosaur of prehistoric days; 
dinosaurs disappeared not because they 
were weak, nor because they could not 
cope with their enemies, but because 
they could not adjust themselves to 
changing conditions.” 

The actuary suggested as points of 
attack that the companies get enough 
facts to guide them; decide on a course 
of action, and enlist active support of 
field forces. He recommended an over- 
haul and study of agency department 
records. Better records result in better 
management decisions, he said. 

Mr. Moorhead emphasized the neces- 
sity for companies to emphasize con- 
stantly the importance of low cost op- 
eration, persistent business, satisfactory 
average policy, low turnover and high 
production per agent. 


Hold the Schedule 


With Chairman Frank L. Barnes, Ohio 
State Life, presiding, sessions got off to 
prompt starts in the L.J.A.M.A. tradi- 
tion. Lewis W. Chapman, L.I.A.M.A. 
director of company relations, performed 
his usual chore as pianist and sparkplug 
for group singing. Attendance was high 
at all sessions except for a few minutes 
on the opening day. Some of the agency 
officers, out of force of habit had gone 
into the crystal ballroom of the Edge- 
water Beach hotel, the room where 
L. I. A. M. A. meetings are customarily 
held. They sat through part of a speech 
on the competitive advantages of certain 
types of nuts and bolts until they real- 
ized that they were in on a hardware 


convention which ran simultaneously, 

Mr. Chapman announced that 84 com. 
panies in the smaller company group did 
10.6% of all new business in. 1945, com. 
pared with 7.3% of the new business jp 
1936. He said there was a comparable 
growth of assets and that smaller mem. 
ber companies in 1925 had only 3.5% of 
all insurance in force, but by 1945 the 
figure had been increased to 5.7%, rep- 
resenting $16 billion 500 million in force, 

James E. Scholefield, director of agen- 
cies North American Life & Casualty, 
described his company’s agency organi- 
zation and the problems of the agency 
executives. 

The full year campus training pro- 
grams of life insurance are an answer 
but not the answer to the problem of 
selecting and training young men to 
render a high public service and at the 
same time maintain good production 
records, A. R. Jaqua, director of the 
S. M. U. course, said. 


Companies Expanding Training 


The speaker climaxed a day of dis- 
cussion of training. It was evident that 
home offices are expanding previous 


educational plans and _ reviving pro- 
grams halted by the war. | 
Many executives praised without 


reservation the campus training during 
the roundtable discussion that followed 
Mr. Jaqua’s speech. Charles J. Zimmer- 
man, for the association, said these 
schools provide excellent leadership and 
instruction as well as well rounded 


training which includes subjects outside | 


the strictly selling phase. “The course 
gives a man poise and an intelligent out- 
look on life insurance. he course 
gives young men prestige and encour- 
ages an institutional viewpoint.” 

Earlier, Warren F. Howe, Ohio State 
Life, led a discussion on general train- 
ing plans. Joseph Dickman, Provident 
of North Dakota, presided. 

Richard M. Ford, of L.I.A.M.A., spoke 
on persistency business. J. Harry Wood, 
Paul Revere, discussed new manpower 
plans and presided over a conference 
discussion on the subject. 





Ohio State Plans Meeting 


COLUMBUS—Plans for the next 
agency convention of Ohio State Life 
were discussed at a meeting here of the 
executive committee of Ohio State Life 
General Agency Managers Assn. 

At the meeting were: E. G. Leuzin- 
ger, general agent, Columbus, chairman 
of the committee; Manager J. Earl Pul- 
len, Toledo, secretary, and_ general 
agents Robert Patterson, Akron; Rob- 


ert F. Horn, Mansfield, and James C. | 


McFarland, Cincinnati. 








Brooklyn Managers Luncheon Scene 











Snapped at the luncheon meeting of the Brooklyn Life Managers Assn.: seated, 
Chester O. Fischer, agency vice-president of Massachusetts Mutual, the guest speaker; 
A. V. Camerik, Metropolitan Life, association president; Charles Girtner, Phoenix 


Mutual, secretary-treasurer; A. G 


Correll, 


New England Mutual, chairman program 


committee; standing, L. E. Weingarten, Fidelity Mutual, vice-president; Thomas 
Allen, Massachusetts Mutual, who introduced Mr. Fischer; Jack Warshauer, Guardian 


Life, past president. 
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Getting Back to Work Is 





Stressed at Boston 


BOSTON—Agents must get off the 
defensive and go on the offensive, Vin- 
cent B. Coffin, vice-president Connecti- 
cut Mutual Life, told the Boston Assn. 
of Life Underwriters sales congress at 
its “silver jubilee” congress. He was 
the principal speaker at the first Bos- 
ton congress 25 years ago. 

The public must be shown that life 
insurance is an investment and realize 
that capital may be transferred into life 
insurance for protection of the policy 
owner’s financial status as well as his 
family. The public lacks education 
about life insurance and it is up to the 
agent today to give it. The public 
was never more eager than today to 
know more about life insurance and the 
life man has the tailor-made product 
to satisfy the public craving. 

The life salesman must take the of- 
fensive in the confidence that he is 
worth what he cost, is worth the com- 
mission paid him by the policyholder and 
the training given him by his company. 


Need Not Fear Competition 


Referring to the recent controversy 
over savings bank life insurance in 
Massachusetts, Mr. Coffin suggested life 
men might well lay stress on their own 
important place in the business and 
worry less about possible competition 
by bank clerks handling that business. 
The agent should consider that the pub- 
lic is willing and rightfully should pay 
a higher premium for the services given 
them by an able salesman. The agency 
system can last only so long as the 
type of service given is superior. Life 
men have built up prestige, business 
men like to rely on their insurance 
counselors, and the agent doesn’t have 
to worry about competition so long as 
he maintains his prestige. 

Harold N. Sloane, Prudential agent 
in New York city described how he 
adapted practical ideas to selling, illus- 
trating with department store products, 
and ended with a strong plea for greater 
leniency on the part of the federal gov- 
ernment in allowing deductions for life 
insurance premiums. Such _ increased 
deductions would tend to keep more in- 
surance in force, allow buying larger 
amounts and create a greater economic 
stability. 


Policy as Property 


W. Eugene Hays, general agent New 
England Mutual Life, spoke on “Life 
Insurance Is Good Property.” If that 
fact is established, he said, the agent 
has a fine argument for transferring 
other types of property into life insur- 
ance. Life insurance is good property, 
he argued, because of its safety prin- 
ciple. Life insurance uses the principle 
of amortization, spreads its investments 
and maintains expert management. It 
has a definite future value, a guaran- 
teed market with frequency of rein- 
vestment. It provides a convenience of 
purchase and flexibility to meet chang- 
ing conditions, gives compound interest, 
eliminates the time limit in the accumu- 
lation of property, and provides ease of 
estate transfers. It is good property 
because it delivers a maximum income. 
The next great trend in life insurance, 
he said, will be transfer of property into 
life insurance to take care of the job 
which the people want done. 

A. Gordon Nairn, executive vice-presi- 
dent Life Underwriters Assn. of Can- 
ada, emphasized the importance of. pub- 
lic relations in becoming a good sales- 
man. The agent is considered the com- 
pany itself in most communities and 
should so conduct himself as to be fa- 
vorably known, competent and highly 
ethical. Companies should appoint only 
such men as best can represent them. 
The war eliminated many poor agents 
and the fact that 20% less agents sold 
60% more business in Canada after the 
war showed the value of quality. 


Samuel D. Risley, superintendent of 
agencies Metropolitan Life, said there 
are two personalities living in every 
salesman, one what he is; the other, 
what he could be. The life agent too 
long has been influenced by “appease- 
ment.” He needs more courage, less 
appeasement of clients for fear of los- 
ing a sale. To sell successfully an agent 
must perfect himself in a method of 
finding and contacting people who want 
to buy; an effective method of display- 
ing wares; perfection in an effective 
method of getting action (closing); and 
perfection in an effective method of 
keeping oneself at work. The agent 
should take stock of himself and admit 
his weaknesses; select effective methods, 
and practice the new methods until they 
work. By becoming a successful salesman 
the agent would never have to want for 
a job, for a good salesman always can 
get a job. 

Harder Work Lies Ahead 


Laurence J. Ackerman, dean school 
of business administration University of 


Connecticut, declared the lush era of 
selling was over and that agents will 
have to work harder to-meet the new 
economic conditions of today, install- 
ment buying, hoarding of savings by the 
public in fear of what is to come, in- 
flux of new salesmen, etc. The new 
agents in the field are “honies” he said, 
and sharper than ever before, and the 
old agent will have to work harder to 
keep up. The agent in future must do 
long range planning and concentrate his 
field. He must expose the market to 
the needs within it; test against excess 
spending power; examine the market as 
to the stability of the income stream; 
make sure the market is a going one. 
The agent must have education. <A 
college degree is the union card to 
business success. There is labor unrest 
which calls for pension plans. Juvenile 
sales are going up fast. Business insur- 
ance is vital to take care of lost key 
men in industry. 

President Ernest L. Maillett pre- 
sented 100% certificates to six agencies 
which established full agency member- 
ship in the association, including the 
Maloof agency, Continental American; 
Neelon agency, Metropolitan; Clarke 
agency, Acacia; Thayer Quimby agency, 
Columbian National; Bobst-Pitcher 
agency, John MHancock, and Cantor 
agency, Fidelity Mutual. 


John G. Khouri, Connecticut General, 
reported for the legislative committee 
that a bill affecting Massachusetts sav- 
ings bank life insurance which would 
have permitted employment of agents in 
that business, was defeated through co- 
operative work with the authors. 

Presidents of several Massachusetts 
life companies attended. 


N. O. Addresses Recorded 


NEW ORLEANS—The sales con- 
gress of the New Orleans Assn. of Life 
Underwriters was one of the best ever 
held. The attendance was about 160, not 
as large as usual because, the day being 
Monday, industrial men could not at- 
tend. However, recordings were made o? 
the talks and they will be heard at a 
later date by those unable to attend. 


Mackey Writes $1 Million 


L. L. Mackey of L. L. Mackey & As- 
sociates, Detroit, produced more than $1 
million in business fer Home Life in 
1946. Mr. Mackey was president of the 
Detroit Life Underwriters Assn. when 
the National association met in Detroit 
several years ago. 





The Ralph W. Hoyer agency of John 
Hancock at Columbus led all agen- 
cies in production for February. 

















HE’S FOUND WHAT HE'S... 


«Hunting For! 


The premium rate during the first 
three years is 15% lower than that 
called for after three years and then 
dividends may be applied toward 
offsetting the increase. 


Of course, the Waiver of Premium 
Disability Benefit is in this popular 
policy, just as it is in all other Pru- 
dential Ordinary policies issued at 
standard rates at ages under 60. And 
the A.D.B., if included, would con- 
tinue for the whole of life. 


Small wonder Prudential represen- 
tatives and brokers, and their clients, 
like the Modified Whole Life 3. 


@ And the prospect who's hunt- 
ing for low cost permanent pro- 
tection finds it, too, in Prudential's 
Modified Whole Life 3 policy. For 
it’s low in cost from start to finish. 
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Low Interest Rates 
Endanger Savings, 
Committee Reports 


There is a danger than an arbitrary 
government policy of driving interest 
rates lower will place in jeopardy the 
effectiveness of such institutions as life 
insurance, saving banks, pension funds, 
research funds, and charitable institu- 
tions, according to report of the Com- 
mittee on Public Debt Policy. 

The committee consists of educators 
and executives in insurance, banking 
and business. 


Insuranced Cost Increased 


The report notes that the cost of life 
insurance is heavily dependent on the 
interest rate level, and it points out 
that gross interest to a large group of 
life companies fell from 5.31% to 3.57% 
from 1930-44, with a consequent increase 
of about one-sixth in the cost of life 
insurance protection. : 

The decrease in interest on savings 
in banks over the past 20 years and dim- 
inished returns on money placed in 
trusts are attributed directly to the de- 
cline of interest rates by the committee. 
This also is the case in the cost of em- 


ploye pension plans and the price of 
annuities. 

The full effect of low interest rates 
prevailing today will not be felt, the 
committee says, until bonds, preferred 
stocks and mortgages of life companies 
mature or are called and refunded. 

The committee declares that further 
cuts in interest rates on the federal debt 
would not offer much relief to the tax 
payers. 

The committee declares that further 
cuts in interest rates on the federal debt 
would not offer much relief to the tax 
payers. Annual savings to the treasury 
under a 40% reduction in its certifi- 
cate interest rate would amount to only 
$250 million—$300 million by 1950. 

The committee recommends interest 
rates have enough freedom of movement 
to permit credit control policy to play 
an appropriate part in curbing inflation 
or resisting deflation. Also, rates should 
have some freedom of movement if they 
are to perform their economic function 
of maintaining a balance between the 
supply of savings and the demand for 
investment funds at a high and increas- 
ing level of national income. The pres- 
ent policy of the government in main- 
taining a low interest rate retards indi- 
vidual savings and tends to make the 
government the sole protector against 
all hazards of life. 











- J New Idea In Life Insurance 
with a New Plan for Selling 


Complete coverage in one package. 
Pays any kind of death except suicide first 
two years. Pays from first day for illness, 
accident. Includes surgical and hospitali- 
zation fees at a new low combined rate. 


x Kk * OK * 


Tested plan of creating leads. 


* * * KX * 


As little as three, one thousand complete 
coverage apps a week creates over a 
thousand dollars renewal the second year. 
In five to ten years you should build re- 
markable renewal income. 


* * * *K * 


Training in field affords an alert man an 
enlarged opportunity. Experience in insur- 
ance, while helpful, not necessary. Corre- 
spondence confidential. 


Hugh D. Hart 


Vice President and Director of Agencies 


ILLINOIS BANKERS LIFE 
ASSURANCE COMPANY 


MONMOUTH, ILLINOIS 


‘ 




















Eternal Vigil and 
Activity Urged by 
Chapman 


The fact stands out that life insurance 
in this country is in a healthy condition, 
L. W. S. Chapman, director of company 
relations of L.I.A.M.A., told the Satur- 
day sales forum in Chicago conducted 
by the Chicago Assn. of Life Underwrit- 
ers. He substituted for C. J. Zimmer- 
man, acting manager of his organiza- 
tion, who suffered a virus infection while 
at Excelsior Springs, Mo., with Mr. 
Chapman, conducting a school for Equit- 
able. Mr. Zimmerman returned to Hart- 
ford to recuperate. 

There are 73 to 75 million persons 
holding life insurance in the U. S., Mr. 
Chapman said, and the average policy 
per family has risen to $4,500. Ameri- 
ica definitely has become a nation of 
savers. The people are sold on life in- 
surance. 


Production at Peak 


Mortality is down, and life insurance 
producers’ earnings are up. Misfits in 
the business generally have been elimi- 
nated. The companies never were in 
sounder condition. Production is up to 
$1.259 billion each month purchased in 
1946. 

There has come an unprecedented de- 
termination in home office and field, Mr. 
Chapman said, to continue this healthy 
condition by better selection and train- 
ing of agents, encouragement of C.L.U. 
study, etc. Life insurance management 
has passed from ‘the conversation to the 
action stage. 

Life insurance marketing has under- 
gone a profound change since 1939. 
While purchasing power of the dollar 
decreased, an unprecedented amount of 
dollars has been made available to the 
citizens. Liquid wealth has increased 
from $50 billion to $130 billion. Whereas 
in the past 90% of the people owned 
only 10% of the liquid wealth, now they 
own 40%, he reported. 

Mr. Chapman then told what he would 
do about this whole situation of he were 
in the field. “Selling consists of seeing 
the right people, of seeing enough peo- 
ple, and of telling them the right story,” 
he said. “We are not limited by the 
ceiling on our ability, but by failure to 
use our full capacity.” 





Albany, Hartford Agencies 
Win Mutual Benefit Awards 


The President’s Trophy of Mutual 
Benefit Life has been won by the AI- 
bany agency and the new organization 
award by the Hartford agency. Presen- 
tations of the awards will be made later. 
The Nashua and Boston agencies were 
close contenders for the respective 
awards. 

The President's Trophy was awarded 
to General Agent E. D. Carlough, Jr., 
and his Albany associates on the basis 
of honor roll standing of full-time 
agents, percentage of the agency’s total 
business produced by these men, quality 
of business and performance of the 
agency in relation to its objective. Per- 
sistency of business is exceptionally fine 
as a result of the quality of service ren- 
dered to clients. In addition to the 
agency building job he has done since 
being appointed general agent at Albany 
in 1941, Mr. Garlough has taken an ac- 
tive part in the General Agents & Man- 
agers Assn. and Life Underwriters 
Assn., as well as in civic and community 
affairs. 

General Agent Hollis L. Woods won 
the new organization award because of 
the organization he has built in Con- 
necticut of comparatively young men 
who attained a high average production 
and resultant earnings. He has been 
active in the Life Underwriters Assn., 
of which he has been president, and in 
the Connecticut Life Insurance & Trust 
Council. 





Kansas City—Nathan H. Burgheim, 
Northwestern Mutual, St. Louis, spoke on 


“Our 1947 Market—Where and How?” 


ae 


Name Alexander ->- 
Iowa Commissioner 


Gov. Blue has sent the name of Ster- 
ling A. Alexander, Webster City attor- 
ney, for confirmation to the senate as 
Iowa commissioner. Mr. Alexander 
would succeed Charles R. Fischer, who 
has held the post since 1939. The ap- 
pointment is for a four-year term start- 
ing July 1 and pays $5,000 annually. 





Robins Scsite Dunn in 
Loyal Protective Change 


Albert Robins has been named chief 
underwriter in the accident and health 
department of Loyal Protective Life, 
succeeding Henry W. Dunn, who is re- 
tiring after 38 years with the company, 

Mr. Robins joined Loyal Protective 
in 1936 in the underwriting department. 
He is presently life underwriter for the 
eastern division and will continue in 
that capacity. 

A campaign will be conducted in 
April honoring Mr. Dunn for his sery- 
ice. 


See Movie in Okla. 


The March meeting of the Oklahoma 

General Agents & Managers Club fea- 
tured a moving picture on “Getting the 
Interview.” 
‘A panel on “New Men for Field 
Work” was conducted by Leslie J. Dun- 
can, Penn Mutual, assisted by William 
P. Stagg, New York Life, and Malcolm 
C. White, Pacific Mutual. 


Shows 170% Increase 


The Connecticut agency of Mutual 
Benefit Life under General Agent Hol- 
lis L. Woods reports 170% increase in 
January and February over 1946. The 
total paid for in the two months was 
$1,225,000. 








Assuring More Than 


ONE BILLION 
DOLLARS 


OF 
FINANCIAL 


SECURITY 


Serving Policyholders 
from Coast to Coast 


BANKERS Kife COMPANY 


Established 1879 
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Sales Ideas and Suggestions 





Prospecting as Every-Day 


Process Is New 


NEW YORK—A varied, well-inte- 
erated program of sales ideas centered 
on the problem of ,prospecting was pre- 
sented in a compelling, entertaining 
fashion to the New York City Life Un- 
derwriters Assn. at its annual sales con- 


gress. 
~ Each of the six speakers, under the 
polished chairmanship of Timothy W. 
Foley, general agent of State Mutual 
here, showed through his personal ex- 
perience how good prospecting is a con- 
tinuous, every-day process and is tied-in 
directly with able service to clients. 

Sidney L. Wolkenburg, Union Central 
Life, said that when he first began sell- 
ing life insurance he had done his pros- 
pecting by clipping paid birth notices 
from the New York “Times,” but that 
now, because of the service he rendered 
clients they supplied him with all the 
new prospects he could use. 


90% of Business with Friends 


G. M. Barry Morton, Manufacturers 
Life, said that 90% of his business comes 
through clients and friends. “Why take 
a long subway ride to a new prospect 
when the man in the office next to your 
client’s is probably a better prospect 
than the man across town?” he asked. 

Telling of his experiences on a debit 
in the Pennsylvania coal fields, Charles 
J. Malloy, supervisor of, Metropolitan 
Life sales training division, drew pic- 
tures of Pennsylvania Dutch types and 
in perfect dialect gave examples of the 
simple, compelling approach needed to 
penetrate sales resistance in that area. 


Prospecting by Mail 


Fred H. White, Connecticut Mutual, 
juffalo, told of the success he had had 
in finding new prospects through satis- 
fied clients by sending a slip to each one 
every two months reading: “Fred: Here’s 
a good name to add to your mailing 
list. He’s a man worth knowing.” Then 
there is room for name, address and a 
place to check “you may mention my 
name when you call,” or “please do not 
mention my name.” After the signature 
of the center of influence are sugges- 
tions and a request, “Please check the 
one which most closely applies to the 
above person.” 

“Who do you know who recently went 
into business for himself? Who is the 
most promising veteran you know? 
Who are the “comers” in your organiza- 
tion? Whom do you know that has re- 
cently been promoted or had a_ nice 
raise in pay, or bought a new home, or 
become a father, or recently been or is 
about to be married? Whom do you 
know that is a newcomer to Buffalo?” 

Summing up in lucid style was Halsey 
D. Josephson, New York City general 
agent of Mutual Benefit. 


White Talks Political History 


George Avery White, president State 
Mutual Life, said that as a person of 
influence in his community, the opinions 
of a life underwriter are heard with re- 
spect, and that he can do much for his 
country by supporting those public lead- 
ers who, with personal sacrifice and 
regardless of party, have helped keep 
this country great. He named such men 
as Secretary of State Hull, Secretary of 
State Byrnes, Senator Saltonstall and 
Senator Baldwin as examples of the type 
ot leadership which made possible the 
formation and rise to greatness of the 


Nation. 


Mayor O’Dwyer broke away from a 
budget session to greet the association. 
The mayor said that one of the chief 
lunctions of city government was to 


York Theme 


provide security and protection for New 
York’s millions, but that there was a 
great deal the city could not do. In the 
great job of providing security for all 
people, life underwriters have an out- 
standing place, he said. 

He said that probably the only way 
the city could find the last $20 million it 
needed this year was to take out a policy 
for that amount on the life of the mayor, 
but that he wouldn’t pull a trick like 
that on his friend, Mr. Foley, and that 
he certainly wouldn’t do it to a stranger. 


Budget Service Described 


Mr. Wolkenburg described what he 
calls his “Make It Easy Club.” The 
client must budget his annual insurance 
premiums either weekly or monthly. He 


opens a savings account in the client’s 
name. Only the client can make with- 
drawals, but Mr. Wolkenburg keeps the 
bank book, and deposits are made pay- 
able to the savings bank. When pre- 
miums are due, a draft on the bank is 
drawn made payable to the proper life 
insurance company and sent to the client 
for his signature, then returned to Mr. 
Wolkenburg who gets the check drawn 
at the bank and then mails it to the 
company. 

He says that he has had clients call 
him and say that they were voluntarily 
raising their monthly deposits and for 
him to come and write some more life 
insurance. 

He told of one man making $18,000 a 
year whose annual premiums came to 
$700. He never seemed to have the 
money right at hand to put into new 
insurance. For years he had brought 
the man new illustrations of his insur- 
ance need and even had a policy issued 
which was never paid for. One day the 
client called up and said he meant busi- 


ness and finally agreed to put $125 a 
month into a savings account. But he 
couldn’t make out the check until next 
pay day. 


Man Is Creature of Habit 


Mr. Wolkenburg waited until pay day, 
and beyond. Then he called his client 
who said that a friend of his had told 
him monthly payment business is kid 
stuff, and that he agreed. Mr. Wolken- 
burg said that he held his temper long 
enough, in a dead silence, for the client 
to say, “But I think for me this is a 
good idea.” A check arrived for $200. 
A year later, when the client was sup- 
posed to cut down to $125 a month, he 
was so in the habit of sending in $200 
that Mr. Volkenburg simply added in- 
surance to his program for a $900 annual 
premium. 

Mr. Wolkenburg said that he has 
about 75 clients on his budget system 
with payments ranging from $7 to $800 
a month. “With an ever-growing list of 

(CONTINUED ON PAGE 724) 
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Its Name 
Indicates 
Its Character 





Attention-getting letters on 
all the Company's popular 
plans are available to LNL 
field men without cost. These 
pre-approach and lead-pro- 
ducing Direct Mail Plans help 

the LNL man spend more time 

with his prospects, less time 
finding them. 


These letters 
reason why the recent Job 
Satisfaction Study showed ex- 
ceptionally high satisfaction 





MORE TIME WITH PROSPECTS 


among representatives of The 
Lincoln National Life Insur- 
ance Company. 


LNL is geared to help its 


are another 
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COMMENT 


PERSONAL SIDE OF THE BUSINESS 





Strain of Modern Demands 


The great production of insurance re- 
sulting in new business of ‘unprece- 
dented amount is taking its toll on those 
whose duties it is to assimilate, digest 
and take care -of these vast amounts. 
It has created, great quantities of ques- 
tions to be solved in the future.’ There 
are. continuous. demands being made. 
A person is simply overpowered. He 
cannot give the service he desires.. He 
endeavors to crawl out from under the 
burden and yet it falls back on him and 
he sees no relief in sight. 


Victory in Defeat 


The set-to at Milwaukee on the 50-50 
issue was, we think, all to the good, as 
it will. certainly eventuate in a higher 
ratio ‘of street agents on the N.A.L.U. 
board of ‘trustees. A determination to 
bring such a condition about has been 
aroused in some of the most influential 
men in the organization who were the 
most earnest opponents of a by-law 
amendment requiring that 50% of the 
trustees shall be personal producers at 
the time of their election. And such a 
determination would not have been in- 
duced had not H. Kennedy Nickell of 
Chicago pressed the issue to a vote as 
he did. 

Those opposing the by-law amend- 
ment were sincere in their statements 
that it is extremely difficult to get indi- 
vidual agents absorbed in state and 
national organization activities. Never- 
theless these same opponents give every 
indication of an intention now to go out 
to find and recruit talent for national 
leadership among the rate book men. 
Such a spirit, we are sure, is a much 
more constructive force than would be 
the compulsion of legislation. 

All hands agree that it is highly de- 
sirable to have more personal producers 
in the inner council, if for no other 
reason than to satisfy the rank and file 
of the organization that the decisions 
that are being made always recognize 
the interest and welfare of the indi- 
vidual salesman. It may be said, how- 
ever, that the 50-50 proposal was not 
coupled with any allegation that lack of 
personal producer representation on the 
board has been prejudicial to the agency 
ranks. There simply seems to be a 


There are thousands of insurance 
men today whose mental and physical 
well being is being put te the utmost 
strain. They cannot work with de- 
liberation. They are crowding them- 
selves all the time hoping to find a place 
for a brief rest. This is a guelling task. 
They are undergoing a tremendous ex- 
perience. They cannot’ be natural. 
They become very irritable. They are 
living on their nerves, and. they are be- 
coming old fast. The strain is terrific. 
Is all this worthwhile? 


hankering on the part of many personal 
producers to see more of their fellows 
in top policy-making position. 

That is a natural and understandable 
feeling. The task is one of inducing suc- 
cessful salesmen, that possess judgment 
and leadership ability, to leave their 
vineyards for an aggregate of a good 
many days each year while they attend 
trustee meetings, go on the circuit, and 
through correspondence and otherwise 
dispose of association business. Agency 
heads can frequently do this without 
financial sacrifice, as they have workers 
to toil in their vineyards while they are 
gone and often the workers will put on 
an extra spurt and bring in more grapes 
than if their manager were at home. 
Also the prestige that an agency head 
gains through such national activity is 
good for the morale of his agency and 
attracts men to his office. 

Then, too, there is’ the consideration 
that the agent with means to assume 
the obligation may be temperamentally 
unsuited to the board of director type of 
deliberations. He may be aggressive, 
personable and successful but with such 
single minded attentiveness to his sell- 
ing job that he may be a poor hand at 
deliberations and impatient with the 
tedious pace of association work. 

Despite all this there are splendidly 
equipped men in the selling ranks, who 
are devoted to their calling and can be 
persuaded to make the sacrifice. Their 
compensation will come in excellent fel- 
lowship, in kudos, in the satisfaction of 
being at the helm and in the knowledge 
that they are making a contribution to 
their business. 





= 





THE following was recently said of one 
of the outstanding young business lead- 
ers of our country: “At every turn of 
his life he has put his whole self en- 
thusiastically into the work at hand; he 
has developed business as well as me- 


chanical talents; to the practical he has 
wedded vision; he has developed a win- 
ning personality, cultivated the ability 
to make an effective speech, and has, in 


every respect, unsparingly paid the price 
necessary to earn distinction.” 


Arch N. Booth, who has been pro- 
moted to manager of the U. S. Chamber 
of Commerce, started his business ca- 
reer with the Wheeler, Kelly, Hagny 
agency, Wichita, following his gradua- 
tion from the University of Wichita. Be- 
fore becoming manager of the Wichita 
Chamber of Commerce in 1938 he was 
general agent there of Massachusetts 
Mutual Life but previously had served 
as assistant manager of the Wichita 
Chamber for 10 years. It was during 
those early years, when he also served 
as secretary of the fire prevention com- 
mittee, that Wichita inaugurated its fire 
safety program which has consistently 
brought honors to the city, culminating 
in winning the grand award in the In- 
ter-Chamber Fire Waste Contest two 
years ago. 

Commissioner Allyn of Connecticut 
was honored for his recent reappoint- 
ment at a luncheon attended by 50 de- 
partment employes. Russell O. Hooker, 
department actuary, presented a Shrine 
pin to Allyn from the department mem- 
bers. Ralph B. Gates, examiner, was 
toastmaster. 

Philip E. Chase, general agent of 
Northwestern Mutual Life, and Leuis 
J. Taber, president of the Farmers & 
Traders Life, have been nominated for 
directors of the Syracuse Chamber of 
Commerce. 

Paul F. Clark, president John Han- 
cock Mutual Life, and Clarence W. 
Wyatt, vice- Pag om were guests last 
week of G. Davenport, local agent at 
San eres ‘Tex. 

Mr. Clark remarked that John Han- 
cock now has $100,000,000 to put into 
home construction and might spend $10,- 
000,000 in San Antonio if a bill now be- 
fore the legislature authorizing home 
building by foreign insurance companies 
should pass. 

L. V. Drury, manager at Philadel- 
phia for Sun Life of Canada, has re- 
turned to his office after a vacation in 
Florida, accompanied by Mrs. Drury. 

Stanley R. Pulaski, Republican candi- 
date for city treasurer of Chicago, is an 
attorney, associated with the Illinois in- 
surance department bureau of liquida- 
tions, conservation and rebabilitation. He 
is in the office of Frank J. Bartsch, 
who is in charge of the bureau. Mr. 
Pulaski has done considerable claim 
w work in liquidations 


DEATHS | 


A. L. Saltzstein, 79, for 46 years gen- 
eral agent for New England Mutual 
Life: in Wisconsin, died on a train near 
Kansas City while en route from Cali- 
fornia to his home in Milwaukee. He 
had become seriously ill two weeks ear- 
lier while on the Pacific Coast. 

Nationally known in life insurance cir- 
cles, Mr. Saltzstein was the oldest gen- 
eral agent, both in age and in service, of 
New England Mutual. Plans were be- 
ing made for observance of his 50th 
anniversary with the company and sev- 
eral company executives were planning 
to attend as had been the case on his 
45th anniversary. 

A Milwaukee resident for 
was active in civic affairs 
Jewish community, and for 











50 years, he 
and in the 
many years 





had served on the American Jewish 
Joint Distribution Committee. Two sons, 
Jerome and Irving, are associated with 
the general agency. 


George Boissard 
Dies at 80 


George A. Boissard, chairman of Na- 
tional Guardian Life of Madison, Wis, 
died Monday at 
ucson, Ariz, 
where he had been 
staying . since last 
November. .He 
went to Tucson be- 
cause of the condi: 
tion of his health 
and had _ benefited 

' greatly from that 
climate. He had 
been walking four 
or five miles a day 
and his death came 





without —_ warning, 
Geo. A. Boissard He ha d just 
marked his 


80th 
birthday anniversary March 18. 

His. son, Richard Boissard, who is 
president of National Guardian, left. by 
plane Monday night for Tucson, to join 
his mother there. 

Mr. Boissard was a man of radiant 
personality and in everything he did, he 
applied the human touch. He was born 
at New York and in his earlier days he 
was sporting editor of the Cincinnati 
“Enquirer.” He got into the insurance 
business in 1901 when he went with 
Western & Southern Life to start an 
ordinary department. He found an af- 
finity for this work and proved success- 
ful. at it. 

Later the directors of Guardian Life 
of Madison were casting about for in- 
surance leadership. The company had 
been promoted by a professional stock 
salesman who had departed after com- 
pleting the sale of stock and the com- 


pany was left without an insurance 
director. 
Mr. Boissard’s name was _ presented 


to this group and he was selected as 
the president, in which position he con- 
tinued until a few years ago when he 
turned the reigns over to his son. He 
enjoyed the human relationships of his 
work and his contacts with agents and 
others in the business were on a very 
personal basis. He inaugurated the cus- 
tom of sending a personal letter to all 
policyholders just before their birthday 
anniversaries. The signing of these let- 
ters was his first order of business each 
day. 

The name of Guardian Life was sub- 
seguently changed to National Guardian. 

Mr. Boissard was author of an article 
that appears in the 50th anniversary 
edition of THE NATIONAL UNDERWRITER, 
which is just now being distributed. It 
consists of reminiscences of the old 
days at Cincinnati and is a sketch of the 
history of life insurance as he had seen 
it, written in bold strokes. Mr. Bois- 
sard had indicated the keenest interest 
in seeing this anniversary publication, 
but due to production delays, it was 
not possible to get one into his hands 
before his death. He enjoyed writing 
and he had an informal, personal style 
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that conveyed his ideas and told the 
story in a graphic way without ex- 
haustive detail or laboring the point. 


Death Ends Long 
Career of J. V. Barry 


James Victor Barry, 85, who served 
five terms as Michigan insurance com- 
missioner and was a vice-president ot 
Metropolitan Life when he retired in 
1931, died at his home in Bronxville. Fol- 
jowing his retirement from Metropoli- 
tan he served in an advisory capacity 
with the Life Extension Institute, hold- 
ing the office of vice-president, and 








JAMES VICTOR BARRY 


more recently he was public relations 
counsel of Western & Southern Life. 
He was a past president of National 
Assn, of Insurance Commissioners. 

A native of Monroe, Mich., Mr. 
Barry on graduation from high school 
went with the Monroe ‘Commercial’ 
and later was editorial writer, state capi- 
tol correspondent and city editor of the 
“State Journal’ of Lansing. In 1901, 
while still in newspaper work, Mr. Barry 
was named insurance commissioner. He 
resigned in 1910 to go with Metropoli- 
tan and attained the rank of third vice- 
president at the time of his retirement. 
A testimonial dinner was given him 
shortly before his retirement by more 
than 600 of his friends. Mr. Barry was 
formerly a director of American Reserve 
and First Reinsurance, and Globe Un- 
derwriters Exchange. He was a brother 
of the late David S. Barry, Washing- 
ton correspondent and former editor of 
the Providence “Journal” who at one 
time was sergeant-at-arms of the U. S. 
Senate. Mr. Barry was an outstanding 
after-dinner speaker. 

With Metropolitan Life Mr. Barry 
was engaged in legislative work, in 
which he preceded Charles G. Taylor, 
Jr., who is now executive vice-president. 





Henry G. Royer, Chicago general 
agent of Ohio National Life, died at his 
home at River For- 
est last week. He 
had been confined 


to his home for 
some time with 
heart trouble. Mr. 


Royer went with 
Ohio National 
seven years ago. 
Previous to that he 
Was vice-president 
of Material Service 
Corp. 

_He became a 
tull- time producer 
in his first year, 
wrote $500,000 and 
about that amount ever since. He was 
much interested in life insurance. When 
he started in the business, he spent a 
number of evenings with his, brother, J. 
M. Royer, Chicago manager of Penn 
gfutual Life. There he picked up all the 


Henry G. Royer 





information he could regarding life in- 
surance selling. 

T. W. Appleby, president, of Ohio Na- 
tional, was in Chicago stopping at the 
Edgewater Beach hotel with Mrs. 
Appleby on a short vacation. He at- 
tended the funeral. 

Herbert A. Ensign, 72, assistant 
cashier of the Aetna Life companies 
since 1931, died Monday at Hartford 
hospital. He joined Aetna Life in 1905 
in the matured insurance division. In 
1924 he was transferred to the cashier’s 
department, becoming assistant cashier 
in 1928. In 1931 he was given the same 
position for the entire group. 

Frank H. Wecker, 68, maanger of Se- 
curity Life & Accident at Seattle for 
the past four years, died there. 

Lester L. Miller, 62, of Marion, O., 
an examiner for the Ohio department, 
died in Boston while on an examination. 

Myrtie Estelle Clarke, mother of 
Dwight L. Clarke, president of Occi- 
dental Life and president of American 
Life Convention, died Sunday at her 
home at Los Angeles. She had been ill 
for a long time. She was a native New 
Englander and journeyed to San Fran- 
cisco where she had made her home un- 
tila few years ago. Her husband, James 
L. Clarke, died in 1916. Mrs. Clarke, 
despite her years, was very active in 
the Red Cross during the last war, and 
she received a Red Cross citation fer 
her work. 

Dr. A. L. Lewis, 83, chairman and 
treasurer of Afro-American Life and 
regarded as one of the wealthiest Ne- 
groes in the nation, died in Jacksonville, 
Fla., after an extended illness. He was 
born in Madison county, Florida. With 
savings accumulated while working fora 
local lumber company he helped found 
the insurance company which he headed. 
He was past president of the National 
Negro Insurance Assn. and ex-treasurer 
of the National Negro Business League. 

William B. D. Flint, 81, recently re- 
tired by New England Mutual Life after 
58 vears service, died at his home in 
Newton, Mass. He joined the home of- 
fice staff in 1889 as a clerk in the policy 
department. In 1924 he was awarded 
the “Faithful Service” medal and in 
1939 became one of the very few pos- 
sessors of the 50-year medal. For the 
past 24 vears he was attached to the 
benefit department. 

Felix E. Tanner, 63, for 15 years di- 
visional superintendent of Life & Cas- 
ualty, died of a heart attack. 

Roland H. Benjamin, 67, retired Hart- 
ford manager of Prudential, died at his 
East Hartford home. He had been with 
the company for about 30 years. 


Jefferson Standard Shifts 
Four in Home Office 


Michaux H. Crocker, former man- 
ager of the financial department of Jef- 
ferson Standard, has been appointed as- 
sistant treasurer and transferred to the 
securities department. 

James N. Ross has been appointed 
assistant manager of the financial de- 
partment. Charles H. Doggett, assistant 
treasurer, has been appointed assistant 
treasurer and financial department man- 
ager. 

Charles A. Banks, assistant manager 
of the mortgage loan department. has 
been appointed assistant manager of 
the securities department. 


New Insurer Has $13 Million 


Southern Farm Bureau Life of Jack- 
son, Miss., which just got under way 
the first of the year, has already issued 
about $13 million of insurance. Some 
$25 million was signed up in the organ- 
ization campaign. This company is al- 
lied with the farm bureau in five south- 
ern states. 





Prudential has appointed Edwin C. 
McCaffree resident mortgage loan ‘in- 
spector for 12 counties of western Ne- 
braska,: with headquarters at Scottsbluff. 


These Men Direct Medical Fund 








Here are the advisers and officers of Life Insurance Medical Research Fund which has 


allocated $500,000 for research on diseases of the heart and arteries. 


From the left 


they are Morgan B. Brainard, Jr., Aetna Life, fund treasurer; Dr. F. G. Blake, Yale Uni- 
versity, advisory council chairman; M. Albert Linton, Provident Mutual, chairman; 
Leroy A. Lincoln, Metropolitan, vice-chairman; Dr. Francis R. Dieuaide, scientific di- 


rector, and Leigh Cruess, Mutual Life, secretary. 








Hedges Consults with 
Leaders at Regional 


LOS ANGELES—Mark S.. True- 
blood, chairman of the Pacific Coast re- 
gion of the general agents and manag- 
ers section of N.A.L.U., presided over 
a conference held here in furtherance 
of the section's activities. The heads of 
southern California general agents and 
managers associations attending in- 
cluded J. W. Yates, president of Life 
Insurance Managers Assn. of Los An- 
geles; N. Costuma, president Long 
Beach, Cal., association, and W. C. Gut- 
jair, president San Diego association. 

The meeting was called to consult 
with Bert A. Hedges, vice chairman of 





the section for western territory. The 
situation as it exists here was discussed, 
and plans for further activity were 
broached. 


Houston St. Paul Speaker 


The St. Paul Managers & General 
Agents Assn. heard a talk by G. Sydney 
Houston, vice-president First Service 
Corp. 


Bliesener Charleston Manager 


Arthur G. Bliesener has been ap- 
pointed manager of Acacia Mutual Life 
at Charleston, S. C. He joined Acacia 
in 1939 and the served from 1940 until 
last year in the marines. 





“LIFE, LIBERTY AND THE 


Cee he vases $ 102,097.57 
Bonds: 
U. S. Govt. .$1,255,901.20 
Other ..... 369,865.66 
Total Bonds ........ 1,625,766.86 
First Mortgage Loans on 
Real Eelate::. .. - 2.2: 1,296,746.35 
Insured Shares in Sav- 
ings and Loan Associ- 
GUNN ee asin: 270,000.00 
Preferred and Common 
WR SS ioe ree 332,427.75 
- Premiums in Course of 
Collection and Other 
Fe EEE Er 99,688.55 
Real Estate Sold Under 
Contracts (Purchased) 12,019.02 
Accrued Interest ....... 12,047.98 
TOTAL ADMITTED 
PE on aces: $3,750,794.08 





JEFFERSON NATIONAL 


Life Insurance Company 
INDIANAPOLIS, INDIANA 


ANNUAL STATEMENT 
DECEMBER 31, 1946 


THE COMPANY HAS $1.76 IN ASSETS FOR EVERY $1.00 OF LIABILITY 


PURSUIT OF HAPPINESS” 


Policy 
Reserves . 

Additional 
Reserves for 
Policy- 
holders 

Reserve for 
Claims 


.$1,706,389.00 


370,583.67 
15,113.93 


Total Reserves for Pro- 
tection of Policy- 


pS a eee $2.092,086.60 
Reserves for Taxes and 
Other Liabilities ...... 38,914.28 


TOTAL LIABILITIES .. .$2,131,000.88 


Capital 

Stock .....$ 300,000.00 
Special Sur- 

plus Funds 319,793.20 
Surplus ..... 


1,000,000.00 


Total Additional 
Amount for Protec- 
tion of Policyholders. $1,619,793.20 


set ada $3,750,794.08 
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Whipple’s Duties 
Are Expanded 


Oliver M. Whipple, vice-president and 
manager of securities investment of Mu- 
tual Life, has been appointed vice-pres- 
dent and manager of investments. 

His new duties will include looking 


after the real estate department and 
farm loan division,’ in addition to the 
securities investment department. 

He graduated at Yale in 1923. He was 
with Kidder, Peabody & Co., before 


‘joining Mutual Life in 1928. 





Pfenning Bill Becomes Law 


MADISON — The Pfennin‘g) bill 
which greatly liberalized the investment 





protection ; 


tendencies; 


surance. 





A THREE-FOLD 
RESPONSIBILITY 


Today’s career life underwriters are faced with a 
three-fold responsibility. 


2. To cooperate as a part of the institution of 
life insurance to combat inflationary talk and 


3. To counsel with all war veterans and urge 
that they retain their National Service Life in- 


Upon the execution of this three-fold responsi- 
bility today depends, to a great extent, the 
prestige and increased usefulness of tomorrow’s 
career life underwriters. 


Equitable Life of lowa 
Founded 1867 


1. To bring to as many American homes as 
possible the benefits of adequate life insurance 
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‘in which they can invest their funds. 


privileges and widened the field for in- 
vestments by domestic life insurance 
companies, has been passed by the 
legislature, signed by Governor Renne- 
bohm and published. 


F ordyce Gives 
Views on 
Mortgage Field 


NEW YORK—Up until recent years 
a large proportion of the loans made by 
Manhattan Life on 
real property was 
centered in the 
metropolitan area, 
and of these loans 
the majority was 
made on apartment 
houses and so- 
called multiple 
dwellings, James P. 
Fordyce, president 
of Manhattan Life, 
told the annual 
conference of the 
New York State 
Society of Real Es- 
tate Appraisers 
here. 

Some time ago the company decided 
to have a greater diversification on loans 
and that it would be good public policy 
to seek investments in other sections of 
the country. The company, therefore, 
now views residential loans with particu- 
lar favor. 





J. P. Fordyce 


Metropolitan Competition 


Apart from the social angle, there are 
practical reasons for investing funds out- 
side the metropolitan area, he said. New 
York is a world financial center where 
the large life companies and savings 
banks are located, as well as commercial 
banks. All of these institutions have funds 
for investment and, in the case of the 
savings banks, the statute limits the area 
This 
has resulted in very keen competition 
for loans, whch in turn has resulted in 
lower returns on mortgages and unusu- 
ally high premiums for FHA loans. 

“Our experience has been that funds 
can be properly invested in sound loans 
on residences in other sections of the 
country where interest rates are higher 
or premiums less, with a consequent bet- 
ter return. As a result of this policy we 
have made some conventional loans, as 
well as taking a considerable amount of 
FHA and GI loans,” he said. 


Out of GI Loan Field 


As to GI loans, Manhattan Life got 
into the market early, and: “we are glad 
we did,” he commented. ‘Prices of resi- 
dences became higher and higher until 
we finally withdrew from the market ex- 
cept where a very substantial cash pay- 
ment was made by the borrower. In the 
period during which we were accepting 
GI loans, we reviewed 3,289 applications, 
of which 28% were rejected either at the 
time of submission or subsequently. Of 
the loans submitted to us in June of 
1946, 21.8% were rejected. This rate of 
rejection progressively increased until 
by September the rejection rate was 
61.6%. As a result, we practically with- 
drew from the GI loan field in October, 
1946.” 

Rejections were due to the following 
causes in approximately the order given: 

1. Veteran’s present and prospective 
income: Did not bear a reasonable rela- 
tionship to carrying charges. 

2. Basis of appraisal: Not consistent 
with recognized present replacement 
costs, or cube or square footage over- 
stated to indicate lower basis. 

3. Improvements: Lack of proper 
plumbing and/or heating facilities for lo- 
cation; age, condition, suitability for in- 
tended use. One-bedroom houses were 
consistently rejected. 

4. Need for housing: Single veter- 
ans, unless living with parents, were not 
considered as accepted risks. 

5. Location of property: Outlying 
properties were in the main rejected, 
also locations where the neighborhood 





was deteriorating or the trend was away 
from residential or the i improvement was 
evidently too superior to the surround- 
ing properties. 

6. Lack of required or voluntary cash 
investment on part of the veteran where 
credit report indicated veteran had 
means to make such a cash investment, 

An underwriting procedure similar to 
that used by the Federal Housing Ad- 
ministration, was developed and this 
basis of analysis was in general followed, 

“It was to me remarkable how closely 
the appraisal followed the purchase price 
and how in some instances on, let us 
say, a $6,000 loan the appraisal would 
pe fg out to $6,050 or even down to 
cents, such as $6,142.38,” he added. 





lowa House Ratifies 


Life Investment Bill 


DES MOINES—The Iowa lower 
house passed by a vote of 81 to 7 and 
sent to the governor a bill changing 
the investment laws for Iowa life in- 
surance companies which would permit 
these companies to acquire title to non- 
agricultural real estate and which also 
tightens the qualifications on railroad 
bonds in which such companies may in- 
vest. 

The house also accepted senate 
amendments to the financial responsibil- 
ity act, completing legislative action on 
the bill. Both houses had previously 
passed the bill but the senate had at- 
tached several amendments, including 
one which makes the act effective Oct. 
1, eer: 








Schwellenbach’s S. Ss. ‘Pla? 


Would Liberalize Law 
WASHINGTON — Secretary of La- 


bor Schwellenbach, in his report for 
fiscal year 1946, recommends legislation 
to extend and liberalize the social se- 
curity law by including domestic work- 
ers, agricultural labor and self-employed 
persons under old-age and survivors in- 
surance. 

He also recommends increase of bene- 
fits “to levels sufficient to’ make them 
practically effective in attaining the ob- 
jectives of the act.” To this end, he sug- 
gested to increase the minimum benefit 
to $20, and the maximum to $120, to 
raise the limit on outside earnings to 
$30, and to revise the formula for com- 
puting benefits to 40% of the first $75 
of the average monthly wage, and 10% 
of that part which exceeds $75 up to 
$300. He also asks reduction of the 
OASI benefit eligibility age for women 
and provision for payment of benefits 
in event of disability before age 65. In 
this latter connection, he said: 

“Experience under ‘the railroad retire- 
ment act and similar retirement systems 
established the practicability of com- 
bining an old-age retirement system 
with a system of insurance against 
chronic or remnant ¢ ponsaswees ah 


CHICAGO 


HAL. COOK SUPERVISOR 

Manager W. C. Peck of Reliance Life, 
Chicago, has appointed Hal B. Cook as 
supervisor. He will take over some of 
the work that was done by Jack E. 
Rawles, who has been called to the head 
office as educational director. Mr. Cook 
has been with Reliance Life 24% years. 
He is secretary of Indiana University 
Alumni Assn. of Chicago. 








EQUITABLE GROUP ADDITIONS 
Equitable Society has added to its 


Chicago staff Robert L. Mason and 
William P. Hussey, group service su- 
pervisors. 


Mr. Mason is the son of S. G. Mason, 
Fargo, who is North Dakota state agent 
for the Royal-Liverpool group of fire 
companies. Until 1943 the elder Mr. 
Mason was general agent for Kansas 
City Life at Fargo and his son received 
life insurance experience with him fol- 
lowing graduation from the Northwest- 
ern University commerce school. 
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Notre 
Dame 1 also 
served in the air forces. He has been 
in the newspaper advertising business. 

Construction is under way in the Chi- 
cago group office to create more desk 
space for the expanded staff. 





RANDALL CONFERS IN CHICAGO 

Jesse W. Randall, president of 
Travelers, and two other officers will 
confer with Chicago branch office of- 
ficials and agents there next week. No 
formal meeting is scheduled. Present 
also will be Esmond Ewing, agency 
vice-president, and Doyle DeWitt, as- 
sistant to the president. The visitation 
will continue throughout March 31 and 
April 1, then President Randall will 
continue to Detroit for conferences, and 
thence back to the home office. 





POLICIES 


Prudential Will Now 
Consider Taking Diabetics 


In view of the advances made in the 
treatment of diabetes in the past 25 
years, Prudential has relaxed its regu- 
jations in respect to diabetics. Under 
certain conditions it will now insure in- 
dividuals who are under treatment for 
diabetes. Very careful selection will be 
exercised, the company says, and only 
those whose medical history is favorable 








| will be accepted. 





Recent Travelers Buyers 
Offered More Without Exam 


Travelers is offering any person be- 
tween 20 and 55 who bought Travelers 
coverage at the standard rate with med- 


ical examination within the past 12 
months, $2,000 to $15,000 additional 
without examination. This is provided 
that new and existing insurance in 
Travelers will not total more than 
$50,000. 


Reliance Life Now Writes 
Substandard to 500% 


Reliance Life is now accepting sub- 
standard risks to and including ratings 
of 500% with full contract commissions, 
first year and renewals, allowed on extra 
premiums to cover physical impairment 
regardless of rating except where im- 
posed for a limited period: 

The limit of issue on cases in excess 
of 250% will, for the time being, depend 
upon the nature of the case, but will not 
exceed $25,000. Extra premium is 
charged for ratings in excess of 250%. 
Neither waiver of premium disability 
benefits nor double indemnity accident 
benefits will be issued for ratings above 
250% and the extended option will not 
be included. 


Ordinary Dividends Same 


Baltimore Life will continue its scale 
of ordinary dividends for the coming 
dividend year. It also has appropriated 
money for industrial dividends on a scale 
to be approved by the Maryland de- 
partment. 


' Meredith Seattle Speaker 


L. Douglas Meredith, executive vice- 
president National Life of Vermont, 
addressed the Seattle C.L.U. Chapter on 
“Investment Returns and Trends.” 





Armstrong Wichita Falls Speaker 


_Z. Starr Armstrong, director of pub- 
lic relations of Republic National Life, 
spoke at a meeting of the Advertising 
Club of Wichita Falls on “Life Insur- 
ance and Public Relations.” 
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Enlarged Field 
for C. E. Brewer, Jr. 


Charles E. Brewer, Jr., assistant su- 
perintendent of agencies, has been given 
charge of the 
agency depart- 
ment’s division of 
field supervision at 
Mutual Benefit 
Life. He has for 
some time been 
that department's 
liaison with the 16 
southern agencies. 

Mr. Brewer has 
been relieved of his 
former duties as 
administrative as- 
sistant. 

A few years after 
graduating from 
Princeton in 1924, Mr. Brewer joined 
Mutual Benefit at New York. During 
his 12 years there he served also as in- 
structor of agents, unit manager, assist- 
ant production manager and finally pro- 
duction manager. In 1940 he was ap- 
pointed to the agency department in the 
home office, and in 1944 became assist- 
ant superintendent. 

Mr. Brewer was awarded his C.L.U. 
in 1931 and the certificate of manage- 
ment in 1933. He has served as presi- 
dent of Mutual Benefit C.L.U. Assn. 


Speckman, Jr. Is Director 


Ernest H. Speckman, Jr., manager 
of the ordinary department of Kentucky 
Central Life & Accident, a son of Presi- 
dent E. H. Speckman, has been elected 
a director to fill the vacancy caused by 
the death of J. C. West. 

Mr. Speckman joined the company as 
an agent in 1938, and served as field 
superintendent and manager at Danville, 
Ky., before entering service. On _ his 
return last April he became assistant 
manager of the ordinary department and 
was recently made manager, succeeding 
R. C. Ware, retired. 





Cc, E. Brewer, Jr. 





Brundidge, Combest 
Are Promoted 


Oscar D. Brundige, general counsel 
of Great American Reserve of Dallas, 
was elected executive vice-president and 
general counsel at the annual meeting. 
Earl E. Combest, the first agent to join 
the field force, was elected vice-presi- 
dent in charge of underwriting. 

E. B. Hord was named superintendent 
of agents; E. D. Speer becomes manag- 
ing director of the group and franchise 
department; Arthur Van Deusen was 
named assistant to the president, and 
A. Cantwell becomes assistant to the 
president and educational director. 

New directors are E. O. Terry, vice- 
president Mercantile National Bank of 
Dallas; Wm. H. Pierce, president Mor- 
ticians Supply Co., Dallas, and C. C. 
Martin, leading producer of Dallas. 

The 1946 statement shows assets in- 
creased 40% while capital and surplus 
increased 25%. Capital is now $250,000 
from $100,000, accomplished through a 
stock dividend. Premium income last 
year was $1,139,515, increase $264,000. 
Insurance in force went up 40%. 


Baughman Medical Chief 


Security Life & Accident has ap- 
pointed Dr. Daniel S. Baughman as 
medical director. He is a resident of 
Madison, S. D., is past president of the 
South Dakota State Medical Assn., di- 
rector of the South Dakota Tuberculosis 
Assn., and past president of the Sioux 





Jack L. Ballard, son of A. J. Ballard, 
San Antonio general agent for Minne- 
sota Mutual Life, who recently com- 
pleted the basic course in life insurance 
marketing at Southern Methodist Uni- 
versity, has written close to $200,000 of 
life insurance for the first 244 months 
of this year. 


St. Louis Mutual Life 
Makes Expansion Moves 


St. Louis Mutual Life is reorganizing 
from a mutual life company to a stock 
and mutual basis. The Missouri depart- 
ment has approved the change. 

In addition to: selling 10,000 shares 
of stock on a basis that will provide 
$100,000 capital and $200,000 surplus, 
the company has elected a number of 
prominent business men of the St. Lopis 
area as directors. 

Dr. John C. Salter has been named 
medical director to succeed Dr. Cleve- 
land H. Shutt, who plans to devote his 
entire time to his large professional 
practice. 

Dr. Salter for 39 years has served as 
examiner, chief examiner, medical ref- 
eree and as selected referee on special 
cases for a number of life companies. 
In May, 1943, he was elected assistant 
medical director of General American 
Life to serve with Dr. George F. Ren- 
dleman, assistant medical director, in 
handling the medical department while 
Dr. James H. Ready was in service. 

President Thomas E. Sly said the 
company plans to expand its operations 
to other states, after confining them in 
recent years to Missouri. 

New directors are John K. Switzer, 
candy manufacturer; Oliver L. Parks, 
dean of Parks Air College; Fred J. 
Weber, president Weber Shoe Co,; H. 
A. Griesedieck, treasurer Griesedieck 
Brothers Brewery; W. R. Marsh, gen- 
eral manager Case, Thomas & Marsh 
insurance agency, and Alvin B. Vittert, 
principal owner of the Merchants-La- 
clede building. 

The St. Louis Mutual now has §$3,- 
485,000 assets and about $14,000,000 in- 
surance in force. 


Sets $500 Million Goal 


Minnesota Mutual J.ife has set $500 
million insurance in force as it goal for 
the end of 1947 and this objective will 
be considered at a series of regional: 
meetings May 11-14 at Monterey, Cal.; 
May 14-17, Roanoke, Va.; May 18-21, 
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Chicago; May 21-24, Custer, S. D.; May 
26-29, Boyes Springs, Cal. 

The company will have to write $78,- 
000,000 the rest of this year to attain 
its goal. 


Lee National Life Is 
Projected at Shreveport 


Ralph H. Rice, who was the organ- 
izer of National Fidelity Life of Kan- 
sas City, and who served as its president 
22 years, is the principal figure behind 
a new Louisiana company, known as 
Lee National Life, a charter for which 


HOME CET Tro™ .-« 





CHiCAaGO, 


has been filed with the parish clerk at 
Shreveport. 

Mr. Rice is chairman and operating 
manager. President is W. Scott Wilkin- 
son of Wilkinson, Lewis & Wilkinson, 
president of the Shreveport Chamber of 
Commerce. Vice-president is E. E. 
Amick of Kansas City, who is described 
as having had extensive insurance ex- 
perience, and secretary is E. E. Hawley, 
who was connected with National Fidel- 


ity Life. ; 
Headquarters are in the Slattery 
building, Shreveport. The authorized 


capital is 20,000 shares of $5 par value. 
It is to be sold at $10 so as to produce 


ILLINOIS 


$100,000 capital and $100,000 net surplus. 
Twenty-five percent of the stock has 
been paid for. The company expects to 
be able to get in operation this summer 
after all the stock has been paid for and 
commitments are received for $6 million 
of insurance, 

Mr. Rice at one time was Oklahoma 
manager of American Life and then was 
located at its Des Moines head office. 
He later became vice-president and 
agency manager of Oklahoma National 
Life. He organized National Fidelity in 
1916, 





Security L. & A. in Hawaii 

Security Life & Accident has entered 
Hawaii. 

Its investigation disclosed that under- 
writing of business in Hawaii compares 
very favorably with that in the United 
States not only from the standpoint of 
quality but also in persistency. 

Lionel T. Miyamoto, agency manager 
for Hawaii, has been in the life insur- 
ance business in Hawaii for many years. 
Principal offices will be maintained at 
Honolulu. 


New Houston Insurer 


Commercial & Industrial of Houston 
is a company that has just been li- 
censed in Texas to write life insurance 
and accident and health. 


In Force Gain 33.8% 


Farm Bureau Life of Columbus re- 





‘corded a gain last year of 33.8% in insur- 


ance in force to a total of $174,021,551. 
Assets were $13,586,341, up 30.5%. 

Surplus and contingency reserves 

showed a 30.7% increase to $2,171,230. 





National Guardian Life has been li- 
censed in North Dakota. Agency ap- 
pointments have been made in Fargo, 











Dickinson, Grand Forks, Minot and 
Valley City. 
HOME LIFE—New business during 





February was 10.94% better than Febru- 
ary, 1946. This was the 25th consecutive 
plus month. The combined total for 
January and February is 14% ahead of 
1946. 


Randall Talks to Chamber 

HARTFORD—A review of develop- 
ment of the insurance business in Con- 
necticut was presented by Jesse W. 
Randall, president of Travelers, at a 
luncheon meeting of the Hartford 
junior chamber of commerce. He em- 
phasized the importance of present-day 
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insurance company payrolls in Hart- 
ford and surrounding towns and the in- 
fluence these have in stabilizing the 
economy. He predicted a rise in jp. 
surance activity in Connecticut during 
the year. 


ASSOCIATIONS 


More Than 500at _ 
Minnesota Congress 


MINNEAPOLIS—More than 500 fife 
men from all parts of Minnesota gath- 
ered here for the annual sales congress 
of the Minnesota Assn. of Life Under- 
writers. A full day’s program was car- 
ried out with four widely-known leaders 
in the business as speakers. 

Robert E. Shay, Bankers Life, Minne- 
apolis, president of the state association, 
presided at the opening session. Graham 
Walter, Toronto agency manager for 
the Canada Life, and Frank M. See, 
general agent at St. Louis for the New 
England Mutual Life, were the morning 
speakers, with Roland D. Hinkle, Chi- 
cago, president of the American Society 
of Chartered Life Underwriters, the 
luncheon speaker. 

Isaac S. Kibrick, New York Life, 
Boston, member of the Million Dollar 
Round Table, and Rev. E. S. Hjortland, 
former army chaplain, spoke at the aft- 
ernoon session. 


Lists Six Cardinal Virtues 


Mr. Walter listed six cardinal vir- 
tues of a successful life insurance sales- 
man. He said every good salesman 
should: 

“Be pleasant: It pays to be happy 
and look happy. The cheerful person is 
always welcome and a person who can 
smile when the going gets tough is al- 
Ways appreciated. 

“Be known: People like to do busi- 
ness with people they know. Successful 
salesmen and professional people know 
this and try to become well and favor- 
ably known. 

“Be enthusiastic: Enthusiasm has a 
cash value in any selling business, A 
person blessed with enthusiasm can 
often be short of other qualifications and 
succeed. 

“Win prestige: Prestige is the quality 
of being well and favorably known. It 
is something that the conscientious, sin- 
cere, generous and hard-working man 
builds up over the years. Prestige is 
such an asset to selling that you should 
make every effort to acquire it. 

“Think: The ability of some men to 
think deeper and better than their asso- 
ciates has put them at the top of the 
business heap. However, the average 
man with but average ability who will 
but think will make a better than aver-} 
age living. ff 

“Be sincere: This is my final card—t 
is most important. It means believe inj 
your product, believe in your company,” 
believe in yourself.” E 

Arthur R. Hustad, Twin Cities man- 
ager for Northwestern National Life, 
was general chairman of the congress. 














Pa. Sales Caravan 
Starts Rolling April 22 


The sales congress caravan of the 
Pennsylvania State Association of Lite 
Underwriters will stop April 22 at the 
Sterling hotel, Wilkes-Barre; April 23 
at the Abraham Lincoln hotel, Reading; 
April 24 at the Ft. Stanwix hotel, Johns 
town, and April 25 at the Mason ic Tem- 
ple, Erie. 

On the program will be Stanton G.| 
Hale, superintendent of agencies Mu- 
tual Life; Lester O. Schriver, general 
agent Aetna Life, Peoria; Charles J. 
Malloy, Metropolitan field training st 
pervisor, New York City, and I. $ 
Kibrick, New York Life, Boston. : 

Calvin J. Frey, Mutual Life, Erie, 3 
general chairman. His committee com 
sists of John B. Gallagher, Prudential, 
Wilkes-Barre; R. J. Esslinger, Connec- 
ticut General, Reading, D. C. White 
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Metropolitan, Johnstown, and C. M. 
Dale, Provident Mutual, Erie. 





Clarke to Speak in S. F. 


Dwight L. Clarke, president of Occi- 
cental Life, will speak on “Quality or 
Quantity” at the April meeting of the 
San Francisco Life Underwriters Assn. 
at which there also will be a brief sales 
presentation. = : : 

The association is staging a seminar 
on business insurance by Thomas 
Gallagher, Prudential. R. E. F. Wiede- 
mann, Equitable Society, predicted that 
other seminars will be held through- 
out the year if enough interest is shown. 





Montana Annual Parley 


The annual meeting of Montana State 
Life Underwriters Assn. is being held at 
Butte Thursday and Friday. Speakers 
include Isaac Kibrick, New York Life, 
Boston; J. E. Scholefield, director of 
agents of North American Life & Cas- 
ualty; E. Young of Helena, and 
Stephen P. Hogan of Butte. 

K. B. McKeen of Butte is in charge 
of local arrangements. 


Make Fla. Meeting Plans 


The annual meeting of the Florida 
Assn. of Life Underwriters will be held 
in Orlando May 14-16. 

Plans for the meeting were made at 
a directors’ meeting at Daytona Beach, 
at which the association there extended 
an invitation for the 1948 meeting. 
Commissioner Larson spoke. 

In attendance were R. L. Walker, 
Orlando, president; R. B. Walker, Hol- 
lywood, past president; James H. Ran- 
dolph, Jr., Jacksonville, and T. S. Can- 
field, Gainesville, district vice-presidents, 
and about 30 directors representing lo- 
cal groups. 

Nebraska Panhandle—Fred Waggoner 
of the Veterans Administration office at 
Lincoln, and Wm. Fraser, state associa- 
tion president, were speakers at the 
March meting. Mr. Waggoner spoke on 
the veterans’ problems, and a film on 
the institute of life insurance was shown 
by Mr. Waggoner. The next meeting is 
scheduled for May 3 at Alliance. 


Northeastern Wisconsin — Dwight H. 
Teas of Wisconsin Rapids, district agent 
of Aetna Life, discussed “The Executor’s 
Problems” at a luncheon meeting in 
Green Bay. 


Peoria—Fred Luthy, manager of Penn 


Mutual in Peoria, has been named presi-, 


dent to fill the unexpired term of How- 
ard E. Rinehart, Prudential, who left to 
become assistant manager of Prudential 
in St. Louis. 


San Antonio—Mrs. Lillian Berman, 
John Hancock, was host to the women’s 
division. A representative from the lo- 
cal social security office explained 
Ye aa which have been made in the 
act. 


Dodge City, Kan.—Informal discussion 
on life insurance and taxes was held at 
the March meeting, led by George Deck, 
Mutual Life. 


. 

: Dayton, O.—Sales congress speakers 
included Robert Ryker, R. & R. Service; 
R. K, Zimmerman, Columbus, president 
Ohio association; V. J. Harrold, Lincoln 
National, Fort Wayne, and Sidney Weil, 
Mutual Benefit, Cincinnati. 


Columbus—Lloyd Ramsey, State Mu- 
tual Life, spoke Thursday on “Minor 
Keys in Doing a Major Job.” 


Richmond—Walter A. Craig of Phila- 
delphia, editor of the “C. L. U. Journal,” 
addressed a luncheon meeting. The Rich- 
mond C.L.U. chapter sponsored the pro- 
sram in eonjunction with the 20th anni- 
versary of the founding of the American 
College. 


Jacksonville, Ill.—M. C. Ackland, vice- 
president, was dinner speaker. Resolu- 
tions were presented in memory of the 
en Lillian JI. Danskin, president in 
942-43. 


St. Louis—William King, Fidelity Mu- 
tual Life, talked on the 20th anniversary 
of the American College. 

; Col. E. G. Joseph, director of insurance 
in the VA regional headquarters, ap- 
pealed for help in reinstating National 


XUM 


Service Life policies. Association mem- 
bers and other life insurance men were 
requested to serve a half day in each 
drive. Mayor Kaumann is expected to 
proclaim the week of April 20 “National 
Service Life Insurance Week.” 

P. B. Hobbs, N.A.L.U. president, will 
speak April 18. 

Oklahoma City—The association is 
making a determined effort to bring 
membership to the 306 high mark of last 
year. A report on the mid-year meeting 
was given by Kenneth L Aldrich, past 
president, and Steve Stahl, executive of 
the Oklahoma Public Expenditures 
Council, discussed the danger from ever- 
mounting government expenditures. 

South Bend, Ind.—Earl M. Schwemm, 
Chicago manager of Great-West Life, 
spoke on “Selling Ideas for Today.” 

La Porte, Ind.—Loyal B. Wilson of 
South Bend, vice-president of the Indi- 
ana association, spoke on “Taxes as They 
Affect Life Insurance.” 

Jamestown, N. Y¥.—Ernest H. Perkins, 
president of the New York association, 
spoke on “The Life Underwriter in New 
York State.” Mr. Perkins also spoke at 
Niagara Falls. 

Wisconsin Valley—Reports were made 
on the national mid-year conference and 
Milwaukee sales congress at a meeting 
in Wausau, from Jerome Gillette, presi- 
dent; Paul Tobey, national committee- 
man, and Bissell Bradley, treasurer, who 
also attended the state directors confer- 


MANAGERS 


State Mutual Official Sees 
Challenge to Companies 


LOS ANGELES—H. Ladd Plumley, 
vice-president of State Mutual Life in 
charge of the group department, told the 
Group Life Managers Assn. here that 
insurance companies must do the jobs 
that come up; new ideas must be swal- 
lowed and accommodated. The group 
departments must be made up of pro- 
gressive men. The next 10 to 15 years, 
he said, will tell the story in the U. S. 
of how much the insurance companies 
will do or else what the federal or state 
governments will do. 

He said the total wages earned by 
individuals may not pay the cost of dis- 
ability and the question is how much 
of the cost is carried by the insurance 
companies. 

He expressed opinion the compa- 
nies must lower the limits for still 
smaller employers for 80% of employ- 
ers have less than 25 employes, the min- 
imum limit for group cases in states that 
have modernized their laws. Individual 
treatment of pension trusts by separate 
policies is an economic waste, he said. 
The cheapest way to handle pensions is 
by groups. When a man retires it is 
a challenge to the group insurance in- 
dustry to see that his protection is kept 
in force. 


Talks on Old Age Ills 


Dr. De L. H. Lee, medical director of 
Pacific Mutual Life, addressed the Life 
Supervisors Assn. of Los Angeles on 
cardial and circulatory diseases, illus- 
trating with slides and charts. He said 
there are about 450 impairments of 
which life companies take note and that 
the population is aging more, resulting 
in a greater prevalence of circulatory 
and degenerative diseases. 


To Hear Medical Director 


Dr. Floyd M. Green, medical direc- 
tor of Columbus Mutual Life, will ad- 
dress the Life Managers & General 
Agents Association of Columbus March 
28 on “The Contribution of Medical 
Underwriting to American Living.” 




















The San Antonio Life Managers Club 
was guest of the commanding officer of 
Randolph Field, and after lunch went on 
a conducted tour of the training center. 








Sterling, Inc, New York furniture 
company, has sold to Mutual Life a $2 
million 15-year 3%% note. 


AGENCY NEWS 


Fete Stevenson on 25 Years 


S. J. Stevenson, Milwaukee manager 
for National Guardian Life, was given a 
dinner on his 25th anniversary with the 
company. He was presented with a 
traveling bag by the agency and a silver 
serving tray by the home office. 

His son, Robert, has been associated 





with his father since his return from 
service a year ago. 

President Richard Boissard and A. G. 
Schmedemann, superintendent of agen- 
cies were on hand from the home office. 





H. Lee Leavell, general agent for 
John Hancock at Wichita, held a two- 
day meeting for his group there. 





The Unique Manual-Digest treats over 
400 life companies. 1548 pages, $7.00, from 
THE NATIONAL UNDERWRITER. 














THE WINNERS OF 
OUR TWO TOP AWARDS 


The President's Trophy 


TO THE ALBANY AGENCY goes our 
highest award for outstanding achieve~ 
ment during 1946. Congratulations to 
E. D. Carlough, Jr., Albany’s General 
Agent, and his fine group of associates. 


TO THE HARTFORD AGENCY goes 
honors for building the top-ranking team 
of new field representatives. Hollis L. 
Woods, General Agent at Hartford, and 
his men deserve highest commendation. 























SECURIT 
“3s a simple matter 


With a Bankers Mutual Life contract, 
tailored to your measure. An Agent's 
and Policyholder's Company “where 
the Agent reigns supreme”. 
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| Walter Is Joi oining 
Alexander & Co. 


Harry G. Walter, one of the best 
known Chicago agency heads and out- 
standing -for many 
years as a recruiter 
and trainer of suc- 
cessful agents, has 
been appointed 
manager of train- 
ing of the W. A. 
Alexander & Co. 
agency of Penn 
Mutual in that city. 
He has resigned as 
a manager of 
Northwestern Na- 
tional there, a posi- 
tion he has held for 
: about a year. He is 
Maery 6. associated with 
John H. Sherman, maanger of the 
agency’s life department. 

Mr. Walter has been prominent in 
the business at Chicago for over 20 
years, for 18 as assistant general agent 
and manager of training of the Stumes 
& Loeb agency of Penn Mutual. For 
a period during the war he was man- 
ager of the Peoria agency of that com- 
pany. 

He has been a C.L.U. 





Walter 


since 1932, is 


past president of both the Chicago and 
PeoriaC.L.U. chapters, past president 
Life’ Supervisors Club of Chicago and 
past president General Agents & Man- 
agers division of the Peoria Assn. of 
Life Underwriters. He has addressed 
many sales congresses, has taught a 
number of courses in various phases of 
life insurance and conducted the “Pro- 
graph” school for members of the 
Alexander & Co, agency in 1945. 

The appointment is in furtherance of 
the agency’s long established policy of 
providing the best instruction facilities 
for its agents in order that they may 
attain professional status. 

Mr. Walter has achieved distinction 
in another field—having been with W. 
N. Hiller, office associate in Stumes & 
Loeb, impresario, playwright and actor 
in a series of life insurance skits that 
were presented in Chicago and else- 
where. 

He takes his new post March 31. 


Prudential Opens Waco Branch 


Prudential has opened an ordinary 
branch agency at Waco, Tex., with Irv- 
ing M. Pettis, assistant manager at Dal- 
las, in charge. 

Mr. Pettis is a graduate of the Uni- 
versity of Illinois and has been in the 
life field for 16 years. At Waco he will 
direct activities covering six counties in 
northwest Texas. 
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Randolph Sielien 
Mutual Benefit G.A. 


John Winthrop Randolph of Hatties- 
burg, Miss., will become general agent 
in the Alabama agency of Mutual Bene- 
fit Life at Birmingham. He has been 
with Mutual Life at Hattiesburg. He 
succeeds Graham Kirkpatrick, who re- 
signed to enter another field of business. 

The Birmingham agency has $13,800,- 
000 of insurance in force. 

Formerly a construction and sales en- 
gineer, Mr. Randolph entered life insur- 
ance work in 1940 when the plant with 
which he was connected was converted 
to munitions manufacturing. He served 
first as an agent for Metropolitan and 
later went to Mutual Life where he was 
an agent and then assistant manager. 

He is chairman of the Hattiesburg 
Life Underw riters Assn. He is working 
for his C.L. 


nates —=—=—= 


Mr. Randolph was graduated from 
Universi ity of Florida college of engi- 
neering. 


O’Connor to Great-West Life 


George O’Connor has been named sy. 
pervisor at Indianapolis for Great-W est 
Life. He has had experience both in 
selling and _ sales supervision with 
Phoenix Mutual Life. He is a graduate 
of Notre Dame. 





Texas Life Names Russell 


Boyd T. Russell of Waco has been 
appointed agency manager for central 
Texas by Texas Life. 


Tingley Joins Franklin Life 

S. Raymond Tingley has joined 
Franklin Life as district manager at 
Alton, Ill. He was formerly with New 
York Life. 





—= 
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Hotel Union 
May Take Malone 


Into Court 
AFL Hotel & Restaurant 


990° 


Local 


wool 
Employes International Alliance has 
been authorized to take Commissioner 


Malone of Pennsylvania to court on his 
disapproval of the group disability pro- 
gram for employes of Pittsburgh hotels 
under which the employers pay 4% of 
payroll to the union, and the latter ‘buys 
the insurance from John Hancock Mu- 
tual at only 2.7% of payroll. 

The union has demanded that the 
hotel employers resume payment of the 
4% to the union. It is reported the 
hotels have been holding the money in 
escrow, pending the outcome of the 
issue. 

Union spokesmen said that if the plan 
cannot be validated, it would set up a 
self-insurance plan and use the hotels’ 
contributions to provide the benefits di- 
rect. 

In answer to the charge of Mr. 
Malone that administration of the in- 
surance fund js controlled by the union, 
spokesmen for the latter said that there 
is joint administration by a committee 
of five union men and eight hotel men. 


DECISION IS EXTENDED 

‘HARRISBURG—In a sweeping ex- 
tension of his decision in the case of 
Pittsburgh hotels channeling group in- 
surance through labor unions, Com- 
missioner Malone has ruled that all 
contracts under which. employers agree 
to pay a union a percentage of their 
payrolls for insurance purposes are il- 
legal when the amount paid for this 
purpose exceeds premium costs. 


Such contracts, he said, “violate the 
spirit and purpose” of the insurance 
laws. 


“It has come to the attention of the 
insurance department that other such 
insurance plans are now in existence,” 
he said. “The department will conduct 
an investigation into these plans to de- 
termine whether .. . they are written 
in compliance with the law.” 

Local 237, AFL Hotel & Restaurant 
Workers’ Alliance, Pittsburgh, flayed 
Mr. Malone’s action by declaring: “We 
charge he is not acting with the capacity 
of his office when he attempts to dis- 
turb a proper bargaining contract. He 
has accused us of giving false informa- 
tion to our members. We challenge him 
to appear at a public meeting, attended 
by all our members, and explain his 
position. 

“There is nothing in the law which 
prohibits the creation of a reserve fund 
(one of the features of the system to 
which Malone objected). Nor is there 
anything which prohibits the contract 
entered into between the union and the 
hotels. 

“The function of Commissioner Ma- 





lone is to act upon and interpret the 
law. It is not to attempt to act upon 
and interpret collective _ bargaining 
agreements. 

Of the controversial reserve fund the 
union said it “is to pay premiums for 
employes who are temporarily laid off 
and temporarily disabled. It is to ac- 
cumulate funds to extend and increase 
present benefits. 

“We have proven the union cannot 
use one cent of the reserve fund without 
approval of the employers. 

“This insurance plan solves the prob- 
lem for employes working for em- 
ployers who do not have enough work. 
ers to receive group insurance. 


H. & A. Conference Annual 
Meeting Plans Announced 


Plans for the annual meeting of the 
Health & Accident Underwriters Con- 
ference at Omaha May 26-May 29 are 
rapidly being completed. <A_ record- 
breaking attendance is expected, accord- 
ing to S. C. Carroll of Mutual Benefit 
Health & Accident, convention chair- 
man. 

The golf tournament will be played 
at Lincoln, Neb., May 26. Other “Lin- 
coln Day” features of the program, in- 
cluding special entertainment and a golf 
dinner, are being planned by Trev. E. 
Gillaspie of Woodmen Accident, golf 
chairman. 

The meeting will open the morning of 
May 27 with addresses of welcome by 
Mayor Leeman of Omaha and _ Insur- 
ance Director Stone of Nebraska, fol- 
lowed by the president’s address by E. 
A. McCord, Illinois Mutual Casualty. 
The annual reports of C. C. Fraizer, 
general counsel, and Harold R. Gordon, 
managing director, will conclude the first 
morning session. An executive session 
is scheduled for that afternoon meeting. 

A general business session is slated 
for Wednesday morning, May 28, and 
agency management problems will oc; 
cupy the afternoon portion of the 
meeting. The banquet will be held 
Wednesday evening. 

Thursday morning, May 29, will open 
with another executive session, followed 
by the election of officers. The meeting 
will adjourn at noon Thursday. 

A special train for the benefit of mem- 
bers and guests will leave Chicago via 
the Milwaukee Road Sunday noon, May 
25, arriving in Omaha that evening. 


Gilbride Detroit Speaker 


W. Preston Gilbride, Great-West Life, 
Toronto, addressed the Detroit Accident 
& Health Assn. on “Selling Technique.” 
He has had great success as a salesman 
and manager “and was a brigadier general 
in the Canadian army. 


—__— 


The Guertin bill has passed the Min- 
nesota house and is expected to get 
through the senate. 
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Many Sales Tips 
at Peoria Congress 
By G. W. WOHLGEMUTH 


PEORIA, IlL—A_ representative 
group of 200 from, both combination and 
and ordinary companies attended the 
Central Illinois Industrial Conference 
sponsored by the Peoria Life Under- 
writers Assn. Speakers were V. E. Gild- 
er, assistant district manager Pruden- 
tial, St. Louis; E. C. Brown, regional 


superntendent — north central division 
American National, St. Louis; R. E. 
Bruce, million dollar producer Metro- 
politan, Charleston, Ill, and Powell 


Stamper, sales promotion manager Na- 
tional Life & Accident, Nashville. 
Through employing his talents to the 
best advantage, the average man can go 
far beyond his previous attainments if 
he has knowledge sufficient to the job, 
definite objectives, proper work habits 
and proper mental attitudes, Mr. Bruce 
declared. An average agent on an aver- 
age debit, working with an average man- 
ager will produce an average record, 
he said. However, when it is realized 
agents 


the average Metropolitan in- 
come is about $80 weekly, Mr. Bruce 


said he realized he had to do something 
that wasn’t average in order to improve 
his famly’s income and he set his ob- 
jective at $1,000,000 ordinary in 1946. 
His previous peak had been in 1945 with 
$330,000 ordinary. 


Four-Week Debit 


Because he did not wish to work more 
than 50 hours a week, and could not 
spend less than 15 or 20 hours per week 
in effective prospecting and selling in 
order to hit the mark he had set, Mr. 
Bruce set up hs debit on a four week 
basis so that he covers one-quarter of it 


discourages people from bringing their 
premiums to his home or to the office 
because he wants to make all of his 
collections personally in order to keep 
in touch with them for prospecting pur- 
poses. He collects all ordinary premiums 
and delivers all monthly dividend checks 
personally, for the same reason. Col- 
lections, service work and accounting 
are handled in about 32 hours weekly. 
He prospects as he goes and makes his 
tougher appointments during the eve- 
ning, 

Mr. Bruce wrote 332 ordinary policies 
for $1,015, 371. He is the first agent of 
Metropolitan ever to write over $1,000,- 
000 on his debit. He has a $350 debit 
and produced $38 combined industrial in- 
crease last year and $548 first year acci- 
dent and health premiums in addition to 
his ordinary, in a town of 8,500 popula- 
tion. His largest cases were four for 
$10,000. 

Nearly everyone in the average salary 
bracket needs industrial insurance, Mr. 
Gilder, who was leading Prudential 
agent in St. Louis before his promotion, 
declared. It is the best and quickest 
clean-up fund in case of death and the 
most economical and convenient to pay 
for in the average home, since it can 
be worked into the family budget with 
a minimum of difficulty. The non-medi- 
cal privilege is attractive to many. To- 
day, selling to needs is the most effective 
method of selling the business. If the 
applicant is convinced he needs the cov- 
erage, the premium is not difficult to get. 
This is the best means of increasing the 
premium and putting it in the 50 cent 
or $1 class. 

Visual selling aids and prepared syn- 
opsis forms are highly effective in sell- 
ing industrial, he stated. 

Many times a call to change a bene- 
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ficiary results in additional insurance. 
Even when servicing a cancellation, a 
thorough reselling on the original rea- 
sons for the purchase of the policy not 
only saves the policy at times, but addi- 
tional needs can be found and filled with 
increased coverage. 

Prestige is the thing that takes the 
agent out of the ranks of just “another” 
insurance man and makes him a trusted 
friend, a financial counsellor, a man 
whose advice is listened to with respect, 
Mr. Brown asserted. Delivery of the 
policy is only the first step toward 
the consummation of the sale; the busi- 
ness must be serviced 52 weeks a year, 
and to build a loyal and satisfied clientele, 
who may be depended upon for repeat 
business, the agent must use low press- 
ure selling by the constant building of 


prestige. — 
When face to face with the prospect, 
the agent builds prestige for himself 


as a qualified underwriter. When estab- 
lishing confidence so that the prospect 
will talk freely, the agent builds pres- 
tige for the right to talk. When exam- 
ining and discussing the prospect's pres- 
ent attempts to solve his problems, the 
agent must build prestige for his right 
to attempt to solve them. Explaining 
his solution, which he must demonstrate 
to be superior to the prospect’s, the 
agent has to build prestige in order to 
make recommendations for life insur- 
ance to solve the problem. 

The agent may put his 1946 accomp- 
lishments in the best light possible, but 
not for the record, Mr. Stamper de- 
clared. This year will be a year for 
getting back to fundamentals and im- 
proving prospecting techniques and work 
habits. The agent should ask himself 
whether he is making as many calls now 
as he did back in 1937-1938 and whether 
there is a higher ratio between his in- 


terviews and sales and whether he is 
using better prospecting and _ selling 


techniques. The greatest service of life 
insurance, it should not be forgotten, is 
protection, 


Lists Favorable Factor 


Some favorable factors Mr. Stamper 
discerned were: Many veterans who own 
NSLI have still not completed their life 
insurance programs; opportunity to sup- 
plement social security benefits; millions 
of new homes established and new 
babies; higher prices and taxes and the 
realization that more life insurance will 
be necessary to complete plans. 

The agent should familiarize himself 
with basic needs and organize his time 
to make it count most effectively. A good 
question is, “Am I really better than I 


have ever been before or am [ just 
better off?” 
Leroy Kennedy, Metropolitan, was 


chairman of the conference, the second 
the association has sponsored. Leonard 
Renfer, Metropolitan, led the singing. 
Miss Peggy Moorhouse, radio station 
WMBD, introduced each speaker with 
an appropriate song. For example, Mr. 
Bruce’s introduction was, “I Found a 
Million Dollar Baby in a Five and Ten 
Cent Store.” R. S. Davis, Continental 
Assurance, as Senator Claghorn; Ches- 
ter Jones, Metropolitan, as Admiral 
Byrd, and Richard Solomon, Metropoli- 
tan, as Chief Double Indemnity, pro- 
vided some of the lighter moments. E. 
R. Small, general agent Lincoln Na- 
tional, presented a testimonial to H. E. 
Rinehart, Metropolitan, who resigned as 
president of the association when he 
was transferred to St. Louis. Harold 
Key accompanied Miss Moorhouse on 
the piano. 


Frank S. Townsend, manager of the 
Allen, Russell & Allen agency of Con- 
necticut General Life, has been elected 
a director of the Dime Savings Bank of 
Hartford. 





Ambitious young man wanted 








writer with a fast growing company. Good salary and excellent 
opportunity for advancement. Give all details in your reply and 
send to Mr. A. C. Vanselow, Personnel Director, Franklin Life 
Insurance Company, Springfield, Illinois. 


immediately for Junior Under- 





Los Angeles Shows 
Best February 
Ordinary Gain 


L.I.A.M.A. compilation shows that 
among the large cities, Los Angeles 
showed the greatest rate of increase in 
ordinary life sales in February, with a 
gain of 14%. Chicago was second with 
a 7% boost. Los Angeles also led for 
the two months with a 20% raise and 
Boston was second with a 17% gain for 
the first two months. 

Among the states, Nevada showed 
the greatest rate of ordinary increase in 
February, with South Dakota second 
and Montana third. They recorded gains 
of 90%, 53% and 39% as compared to 
a country-wide ordinary gain of 6%. 

For the first two months, with na- 
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tional ordinary sales up 13%, Nevada 

led with an increasé of 65%, and Mon- 

tana was up 42% above last year. 
Figures for the leading cities are as 


follows: 
Two Month 

Feb. Inc. Inc. 
0 % 
RI xg ae ees 0 17 
CM os ony exe 7 13 
ClCWOINNE | occ s-vei 4 8 
RIG Od 5 oes « 5 10 
Los Angeles ..... 14 20 
New York City ..—13 —4 
Philadelphia ..... —6 —1 
SE AMEE Tic ns ook 0 1 


Kaul Kan. Chief Deputy 


Commissioner Sullivan of Kansas has 
appointed R. H. Kaul, who has been 
county attorney at Wamego, as chief 
deputy. 
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Guertin Bill 


ALBANY—Gov. Dewey has signed 
the New York modification of the Guer- 
tin bill. In his comment he mentioned 
the bill’s objectives as being to permit 
the use of a modern mortality table, to 
provide a new basis for nonforfeiture 
values in place of the flat surrender 
charge, and to permit an interest differ- 
ential. He said the last of these was of 
the most concern to the insurance de- 
partment, since its abuse might permit 
mutual companies to accumulate huge 
sums of money. 

Dewey pointed out that as a result of 
the efforts of the New York department 
the bill contains a valuable safeguard 
against such abuses. This is the provi- 
sion that the interest differential may be 
used only with the superintendent’s con- 
sent, subject to such conditions as he 
may impose for providing for increases 
in cash surrender and nonforfeiture val- 
ues as may be equitable. He also called 
attention to the requirement that every 
policy issued which utilizes the interest 
differential shall contain a detailed state- 
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ment of the method of computing values 
and betiefits or as an alternative a state- 
ment that a description of the method of 
computation has been filed with the com- 
missioner of the state where the policy 
was issued. 


Additional Safeguard 

The governor mentioned an additional 
safeguard, the requirement that annual 
statements must contain specific infor- 
mation on the amount of reserves on 
participating policies which arise ex- 
clusively from the interest differential. 
The bill becomes effective Jan. 1, 1948. 
It applies only to policies issued from 
then on. 

The Guertin bills also have passed in 
the Oklahoma senate. 

The Hunt bill embodying the Guer- 
tin measure has been recommended for 
passage by the Ohio senate insurance 
committee. 





Edwin R. Joos, supervisor of field 
sales of John Hancock, and Bernard C. 
Haught, assistant director of the insur- 
ance marketing institute at Purdue U, 
were the speakers at the two day sales 
conference of the Dan W. Flickinger 
agency, Indianapolis. 
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Single room with bath from $2.50 
Double room with bath from $4.00 


WHERE YOUR COMFORT COMES FIRST 


Here at the Prince George guests enjoy the homey | 
and genuine comforts seldom found in other New York 


furnished 





eorge Hotel 


at 14 East 28th Street New York 16, N.Y. 
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Occidental Buys Building 
for Home Office 


Sale of the eight-story Los Anugeles 
Chamber of Commerce building to Oc- 
cidental Life for $2,100,000 was con- 
firmed by the directors of the building 
corporation following a poll of stock- 
holders. : 

Plans for gradual transfer of its en- 
tire home office operations to the new 
location from its present outgrown 
quarters at Eighth and Spring streets 
are being completed. The company will 
vacate 75,000 square feet of space in its 
present home office and other buildings 
in the next few months as it concen- 
trates its location in the newly acquired 
building. 


Los Angeles Conference 
Program Announced 


LOS ANGELES — Featuring “The 
New Horizon” of southern California 
will be the theme of the 1947 sales con- 
ference of the Life Underwriters Asso- 
ciation here April 23. Keynoter will be 
Vice-president Harry J. Volk, Pruden- 
tial, who is to be in charge of the com- 
pany’s Pacific Coast office in Los An- 
geles. He will talk on “Organizing for 
Maximum Sales.” Commissioner Dow- 
ney will address the morning session. 

Other outstanding speakers scheduled 
are W. N. Hiller, Penn Mutual, Chicago, 
member Million Dollar Round Table, on 
“Prospecting and Motivating for Busi- 
ness Insurance;” C. J. Merrifield, Con- 
necticut Mutual general agent, Port- 
land, Ore., on “Estate Studies;” H. N. 
Lyon, Fidelity Mutual, San Francisco, 
who will demonstrate two sales talks 
that have been unusually successful 
since his return from service as a lieu- 


tenant colonel of marines; Lawson 
Smith, debit agent National Life & Ac- 
cident, Pasadena, who has been pro- 


moted to manager because of his out- 
standing production record. 

W. H. Siegmund, general agent Con- 
necticut Mutual, is conference chairman, 
assisted by Gerald R. Page, Scott & Co., 
and John R. Mage, general agent North- 
western Mutual. 





Programming System Sale 
Enacted, Reviewed on Coast 
SAN FRANCISCO — An effective 


demonstration of making a sale through 
the programming system was presented 
to an interested group of members of 
the San Francisco Life Underwriters 
Assn. George Hauck, National Life of 
Vt., was the prospect, John W. Boyd, 
Connecticut General Life, made the 
original “cold turkey” interview to get 
the information and Murray Rishkin, 
Equitable Society, made the final pres- 
entation and close. 

The first interview and the close were 
interrupted by a commentary by Homer 
E. Anderson, New York Life, who dis- 
cussed ideas and weaknesses in Mr. 
Boyd’s effort and then followed up Mr. 
Rishkin by a similar review adding some 
of his own ideas. He mentioned that 
Mr. Rishkin did not include the pros- 
pect’s age or income on the completed 
program presented—which he believed 
to be a good idea as, he said, many per- 
sons receiving such programs often like 
to show them to friends and relatives 
but might hesitate if this information 
was included. 

Mr. Anderson also discussed methods 
of introduction, developing confidence 
to obtain the prospect’s present policies 
and a number of methods of meeting 
objections to giving out information. 


New C.L.U. Chapter 
Formed at Grand Rapids 


Roland D. Hinkle, president of the 
American Society of C.L.U., addressed 
Grand Rapids Assn. of Life Under- 
writers at a luncheon meeting. 

The’ Grand Rapids C.L.U. chapter 
was officially chartered at that time 
and its new officers introduced. 

This is the 59th chapter in the country. 


Alvord, Lutz, Hanson Are 
Promoted at Syracuse 


D. Eaton Alvord has been elected 
vice-president and general counsel of 
Farmers & Traders 
Life. He has been 
general counsel, A]. 
vin E. Hanson has 
been elected vice- 
president in charge 
of agencies and 
named to the board, 
Owen J. Lutz was 
elected actuary, 

Mr. Lutz former- 
ly was with Old 
Line Life and be- 
fore that was as- 
sistant actuary jin 
the Michigan insur- 
ance department, 

Mr. Hanson became superintendent of 
agencies of Farmers & Traders in 1943 
following 16 years in life insurance sell- 
ing in the middlewest. 





A. E. Hanson 





Burrows Occidental Leader 


Carl W. Burrows of the Val Taylor 
agency of Occidental Life at Kitchener, 
Ont., was the leading agent of the com- 
pany for 1946 in total volume of paid for 
business with $1,341,970. It was his 
second year in the business. 


World Bank Head Will Speak 
at New York C.L.U. Forum 


John J. McCloy, new head of world 
bank and former assistant secretary of 
war, will speak before the annual forum 
on economic and social trends, to be 
sponsored April 18 at Town Hall, New 
York City, by New York chapter of 
Cc. L. U. This will be Mr. McCloy’s 
first public address since taking his new 
post as president of the International 
Bank for Reconstruction and Develop- 
ment. His topic will be “International 
Working Capital.” 


Million for Higdon 


B.M.A. agents wrote more than $1 
million as a birthday greeting to Presi- 
dent J. C. Higdon. On the occasion 
officers and department heads assem- 
bled in the office of W. T. Grant, chair- 
man, where the ceremonies were broad- 
cast by loud speaker throughout the 
offices. 

C. R. Moreland, president of the 
home office organization, extended 
greetings to Mr. Higdon, and J. W. 














Sayler, vice-president, presented _ the 
birthday business. 
WANTED 


Chicago Insurance Company wants ma 
in the Chicago area with Home Office 
‘experience, able to install system fo 
Underwriting, Reinsurance, Issuance, Bill- 
ing, and establish reserve file, for Life 
Policies. Excellent opportunity for ad- 
vancement. No Saturday work, Bonus 


State experience and salary expected? 


Replies strictly confidential. Address L-1§, 


The National Underwriter, 175 W. Jackson! 


Blvd., Chicago 4, Illinois. 














SALES TRAINING SUPERVISOR 
There is an opportunity to affiliate with an old 
line company in Eastern Pennsylvania, using 
modern methods of merchandising Life 
ance. State age, family status, experience and 
education. Address L-16, The National Under 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois 














HOME OFFICE OPPORTUNITY IN 
SAN FRANCISCO, CALIFORNIA 
For manager home office accident and healt 
claim department. Give full experience ani 
qualifications. Address L-25, The National Ur 
ft nga 175 W. Jackson Blvd., Chicago 4 
inois. 
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WHAT TO DO WITH SURPLUS DOLLARS 








ST. LOUIS—The man with surplus 
dollars is a quality prospect and entitled 
to quality selling, Ken Wyard, super- 
visor and branch manager Hoyer 
agency of John Hancock, Akron, de- 
clared in a talk on “Some Sales Talk 
Planning” at a luncheon meeting of the 
Life Underwriters Association of St. 


Louis. 

The fact that a man has surplus dol- 
lars, he said, indicates he is capable of 
saving money. He should be told about 
an advance premium plan and its tax 
advantages. The investment or endow- 
ment proposal including advance pre- 
miums which illustrates the year by 
year total market value as well as total 
estate value from year to year makes 
a most appealing and compelling illus- 
tration, particularly if he is the type 
who insists upon comprehensive figures. 

“Two major economic factors today 
should commend the attention of every 
man interested either in seeing that 
there is enough income for his family 
in case anything should happen to him 
or that there is sufficient income for 
his own old age: (1) the high income 
taxes, and (2) the low investment yields. 


Tax Rates to Remain High 


“While it is true that wartime tax 
rates have been lowered somewhat, it 
is wishful thinking to suppose they will 
return to pre-war levels for many, many 
years, if ever. Tax rates must remain 
high if we are to pay the carrying 
charges on the national debt and reduce 
it without inflation; and investment re- 
turns must stay down if we are to meet 
those carrying charges without even 
more taxation. 

“Therefore, the problem faced today 
by the average man as well as the man 
of means is an acute one; not only do 
taxes leave him less of his income to 
save, but also, lowered investment yields 
mean he must save more in order to 


produce the income he or his family 
will need. 

“Not many years back we spoke of 
6% with safety. In dizzying succession, 
we have dropped that to 2% and even 
2%. When we talked of 6% it took an 
investment fund of $20,000 to provide a 
$100 a month; at today’s 2% per cent, 
$20,000 produces just a little over $40 
a month, and it takes $48,500 to produce 
$100 a month. 

“Taxes taking over three times what 
they did; investment yields demanding 
over twice as much capital for the same 
income, truly, life insurance with its 
principle of annuitizing the savings dol- 
lar is the only way left for the man of 
even greater than moderate income to 
arrange an adequate, guaranteed income 
for his family or his own old age. And 
if principal is paid out in instalments, 
the income is tax free for his wife and 
children from the insurance on his life 
due to the recent revision of the federal 
income tax regulations. 


Advantage in Rule Changes 


“The change in the regulations opens 
the door to effective planning for tax 
free income for dependents and benefi- 
ciaries through life insurance. Tax free 
income is of special importance to peo- 
ple who leave their dependents with 
income in addition to their life insur- 
ance. A person with $5,000 a year of 
income pays a tax of $20.90 on an addi- 
tional $100 of income. One with a $15,- 
000 income pays a tax of $40.85 on an 
additional $100 of income. These 
amounts are saved if the income is tax 
free. Insurance programs should be 
reviewed in the light of this develop- 
ment. 

“Beneficiaries who have already paid 
a tax on the income received under an 
installment payment program should 
now explore the possibilities of filing a 
claim for the refund of the taxes paid.” 








FRANK SEE TELLS SIX VITAL POINTS 


Watns of Tying Up Proceeds 
Too Fully Under Options 


The Hartford C.L.U. chapter had as 
guests at its March meeting members of 
Hartford Managers Assn. 

The speaker was William Fenniman, 
trust officer of Phoenix State Bank & 
Trust Co., who discussed “Co-ordination 
of the Life Insurance Estate with the 
General Estate.” 

He emphasized the danger of tying 
up too large an amount of the insurance 
money in settlement options and leaving 
an insignificant amount for estate liqui- 
dation and taxes which are essential in 
most states. 

He also illustrated on a number? of 
estates of various sizes, the savings that 
were obtainable by careful planning 
mae transfers through gifts, etc. during 
ife. 

At the next meeting May 7, two 
C.L.U. study groups will be invited to 
attend and hear a speaker on the future 
of the C.L.U. movement. 





City Mortgage Changes 
Equitable Society has made these ap- 
pointments in the city mortgage depart- 
ment: H. D. Eller, who has been with 
the company since 1931, most recently 


as assistant chief appraiser, has been 
appointed chief appraiser; J. M. Gillen, 
investment analyst, who has been en- 
gaged in mortgage loan work since 1925, 
becomes manager of the production di- 
vision; T. F. Murray, an industrial engi- 
neer with Equitable for the last year, be- 
comes manager of the industrial loan 
division. . 

Metropolitan District Mgr. 

George R. Parkerson, Metropolitan 
field training supervisor, has been ap- 
pointed manager of the Macon district. 
He succeeds Odell W. Williamson. 

In 1928 he. became a Metropolitan 
agent in his birthplace, Norfolk. In 1933 
he was advanced to an assistant man- 
ager. Later he was field training in- 
structor for southern and southeastern 
territory, and then field training super- 
visor for southeastern territory. 


Actuaries Hear Seeber 


NEW YORK—Robert R. Seeber, Jr., 
of Watson Scientific Computing Labora- 
tory at Columbia University will address 
the March 31 meeting of junior branch 
of Actuaries Club of New York. He 
will speak on modern computing engines 
(mechanical and electronic supercalcu- 
lators) and their future in the life in- 
surance business. 











MINNEAPOLIS—Six rules for han- 
dling a life insurance interview were laid 
down by F. M. See, St. Louis general 
agent of New England Mutual Life, in 
the annual sales congress of the Min- 
nesota Assn. of Life Underwriters. They 
are: 

Don’t do all the talking yourself. 
Never interrupt your prospective cus- 
tomer. Avoid an argumentative attitude 
that is belligerently positive. Inquire 
first—then attack. Restate clearly each 
objection advanced by the prospect in 
your own words, and even more forcibly 
than he has. Identify the key issue and 
stick to it. Don’t digress. 


Let Prospect Talk 


“If we try to do all the talking, our 
customer soon ceases to follow care- 
fully all that we are saying and main- 
tains only a semblance of attention. If 
our talk monopoly lasts long enough our 
potential customer may well become ir- 
ritated and resentful. : 

“Never interrupt your prospective cus- 
tomer. Interruptions are always risky. 
They invariably irritate, no matter how 
graciously made. The funny thing is, 
the cleverer your come-back, the more it 
irritates. 

Avoid an argumentative attitude that 
is belligerently positive. I wish sensible, 
well-meaning salesmen would not lessen 
their power for doing good by too posi- 
tive manners which seldom fail to dis- 
gust, tend to create opposition and to 
defeat the very purposes for which 
speech was given to us. 

“Never start your sales interview by 
telling the customer what he is doing 
wrong or what he should be doing Start 


_by questioning him. Have him tell you 


just what he is trying to accomplish and 
why he thinks he is on the right track. 
Agree with him as far as possible. By 
the time you are ready to start your 
close you ‘have all the information nec- 


essary to direct and concentrate the at- 
tack with maximum effectiveness. 

“By restating clearly and fairly, in our 
own words, the gist of each argument 
your customer advances, just as soon as 
he advances it, even more forcibly than 
he has done it if possible, you give him 
incontrovertible evidence that you ap- 
preciate the full significance of his opin- 
ion and are giving it the weight he 
thinks it deserves. You disarm him, as 
it were, by showing such a complete un- 
derstanding of his viewpoint. 

“Tdentify the key issue—then stick to 
it. It pays to formulate this issue care- 
fully, with the greatest possible clarity, 
and where possible get agreement on its 
exact wording. Then don’t digress.” 


Women Buy $3 Billion of 
Life Insurance in 1946 


Purchases by women of life insur- 
ance set a new record in 1946, according 
to the Institute of Life Insurance. Ex- 
clusive of group, the increase was about 
15% and the estimated total more than 
$3 billion. 

Women bought 10% of the total life 
insurance sold last year, compared with 
15% in 1945. This is accounted for by 
the sharp increase in buying by men. 
Women purchased 39% of the total in- 
dustrial for both the past two years. 
Their purchases of industrial was a 16% 
gain in 1946. Total ownership of life 
insurance by women is estimated at 
more than $35 billion. 








Fraser Tours Western Towns 


In a swing through western Nebraska, 
William A. Fraser, Lincoln, president 
Nebraska State Assn. of Life Under- 
writers, and Fred M. Waggoner, region- 
al VA officer at Lincoln, have addressed 
meetings at Hastings, Grand Island, 
Kearney, North Platte and Scottsbluff. 


ages 5 and up. 


FIDELITY LIFE 
a 


Our representatives are “having a wonderful time’ 
selling these two features, plus payor benefit, on a 
wide range of juvenile plans. Another indication that 
Fidelity is moving forward. 


Fulton, Illinois 
51st Year of Distinguished Life Insurance Service 





““Having a Wonderful Time’”’ 


Up in the air so high, having a wonderful time, are 
these alert youngsters. But their very activity in- 
creases the possibility of accidents. To offset some of 
these hazards, we now offer dismemberment and frac- 
ture benefits and double indemnity on boys and girls 


? 


ASSOCIATION 








@ For Indiana 


writers. 





MANAGER WANTED 


© A Fs sae growing company has a splendid opportunity available 
NOW. 

® The agency is well established, with several high quality under- 

® Replies will be held in confidence. Please give full information as 


to experience, education, family status and age. 
®@ In reply write to The Farmers Life Ins. Company, Des Moines, Iowa. 
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fc on RR er PS aE SALIENT FEATURES OF 1946 ANNUAL STATEMENTS 
The Life Agency Cashiers Assn. of 
Nashville has been organized and will 
affiliate with the Life Agency Cashiers Increase Surplusto New se Increase Prems. Total Benefits Total 
/ J Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disb 
Assn of the U. S. and Canada. L. D. Assets Assets holders 1946 Dec. 31,1946 in Force 1946 1946 1946 1946 
Crews, New York Life, is president; 3 $ $ $ $ $ 3 $ $ 3 
R. L. McDaniel, Equitable Society, aAfro-Amer. Life.. 3,845,183 507,048 1,262,203 15,124,183 1,273,124 2,691,043 2,483,288 2,655,487 731,056 2,080,596 
irik inane : Amalg. L, & H. 968,758 138,288 729,169 518,500 4,948,500 97,250 358,112 377,171 209,122 239 
vice-president, and, Miss Helen J. fitine National. 6,542°256 1,134,635 $271185 15,635'185 60:139283 10,22771711,678918 2,045,889 220.287 re 
Grimes, Prudential, secretary. Southern Aid, Va. 1,961,840 225,733 733,901 3,631,608 ae 043,641 290,447 776,479 860,468 199,666 650,215 
United Mutual.... 1,133,191 133,270 307,230 5,513,961 861,157 2,106,792 522,637 583,293 75,471 452.904 
FRATERNALS 
Nabors of Woode’ft —_9,782,358 558,879 916,426 1,260,376 31,705,472 82,605 1,359,523 1,736,523 846,829 * 1,177,633 


Clark to Speak at Chicago 


The Chicago C.L.U. chapter will hold 
a closed luncheon meeting April 3 in 
the Midland hotel, at which the 20th an- 
niversary of the American College will 
be honored and past presidents of the 
chapter recognized. K. Raymond Clark, 
attorney, lecturer at Northwestern Uni- 
versity and author of various legal texts, 
will speak. Past presidents will serve as 
a board of experts in answering ques- 
tions on any point on which the mem- 
bership may wish information. 








— 





Provident M oer | 
Agency many 





(CONTINUED FRO FROM PAGE 3) 


to keep in mind at all times is that when 
an important partner or stockholder 
dies, a different set of people necessarily 
run the business afterwards. 





FEMININE WISDOM 
IN 28 WORDS 


Women are constantly being 
accused’ of being on the talka- 
tive side. Be that as it may — 
one woman, a member of Royal 
Neighbors of America, was 
brevity personified when she re- 
quired only 28 words to express 
the following bit of wisdom: 


“I value my membership in 
Royal Neighbors of America 
because of the lessons it teaches, 
the protection it offers, and the 
social benefits which are derived 
from it.” 


Yes, this sums up the service 
of Royal Neighbors of America. 
But the story of its neighborly 
principles, the suffering allevi- 
ated by its whole family life in- 
surance and the fellowship of 
its 5,528 lodge rooms—a story 
that is 52 years old — would 
require volumes to tell. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 








Claims Paid 
Since 
Organization 


$50,893,078 


SUPREME FOREST 
WOODMEN CIRCLE 
Omaha, Nebraska 











THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A. Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 











PROSPECTING IDEAS 





One of the outstanding demands of 
the field force was to hear from Robert 
H. Goldsmith, Dickey agency, New 
York, Provident’s “man of the year” in 
1946, and Ray W. Druckenmiller, North- 
eastern Pennsylvania agency, on pros- 
pecting methods. 

Both stressed that their principal pros- 
pecting method was the center of influ- 
ence. Mr. Goldsmith stated a number 
of illustrations of the way which policy- 
holders became enthusiastic centers. 
Since almost all of his business comes 
from referred leads, he can always point 
out to a policyholder that his initial con- 
tact came from this method and that 
there was no undue pressure. 

Mr. Druckenmiller suggested that cen- 
ters of influence generally be sought 
among the highest income brackets, for 
most men are very willing to give re- 
ferred names among subordinates or 
competitors while they refuse to give 
the names of their employers. 

The third speaker on prospecting, 
Robert S. Albritton, is son of the gen- 
eral agent in Chicago. He set up a suc- 
cessful office in a suburb of Los An- 
geles. He said his formula for prestige 
building includes friendly advertising, 
public service, good service; and a pres- 
tige-building method of approach and a 
professional method of discussion. 

Edward W. Marshall, vice-president 
and actuary, was chairman of the final 
session. Ray T. Wright, Lawrence, Kan,. 
outlined the client relationship he has 
built in his university town. Mr. Wright 
has built prestige through professional 
advice, counsel, and the specific help he 
has extended to students. By helping 
these young men find jobs and giving 
them interested and impersonal advice 
on their careers, Mr. Wright has built 
friendships which have extended through 
the years. His clients live in all sections 
of the country and a great deal of his 
business is done by mail. 


Gives Inspirational Talk 


Sherman O. Schumacher, general 
agent in Akron, told about his start in 
the business. and its early disappoint- 
ments, stating that for the first five 
months as a life insurance man he did 
not sell a single policy. However, he 
stuck to it and outlasted the depression 
years. Although the sledding was hard 
in those days he saw how life insurance 
which he had sold had carried many 
families through financial crises. Last 
year his production was approximately a 
million.and three-quarters. 

He mails 10,000 birthday cards to 
members of his community. One of his 
most effective techniques is to keep si- 
lent and let the prospect talk. 

Mr. Linton reviewed the gains in pro- 
duction and pointed toward the changes 
which lie ahead. The convention came 
to a close with an address by Mr. Wise 
who announced that the 1948 conven- 
tg be held at Banff Springs 
1ctel. 


FRATERNALS 


Field Managers 
Meet May 12-13 


The Fraternal Field Managers Assn. 
will hold a midyear meeting at French 
Lick Springs hotel, French Lick, Ind. 
May 12-13. A program is being arranged 
to cover various phases of field opera- 
tions. Invitations have been extended 
to officials in charge of member socie- 
ties’ field work. 

It is the belief of the executive com- 
mittee that this midyear meeting, an 
innovation, will provide field officials 
more time to devote to their problems 
than is possible at the regular fall meet- 
ing held immediately preceding the Na- 
tional Fraternal Congress annual con- 
vention. Experience has shown that the 
pressure of other events at the conven- 
tion is quite heavy and, too, officials do 
not want to stay so long away from 
their posts as is required by attendance 
at an affair running Sunday to Thurs- 
day. 








Joseph T,. Spiker, 62, former treasurer 
of Polish National Alliance and a retired 
drug store owner, died in his home at 
Chicago. He was active in Democratic 
politics and had been a candidate for 
alderman and for state treasurer. 





Arrangements Made for 
Missouri Meeting May 16 


JEFFERSON CITY—William Wilde- 
moor, president Missouri Assn of Life 
Underwriters, has announced three 
speakers for the meeting of the associa- 
tion in Kansas City, May 16. 

They are: Robert P. Goyne, Mutual 
Life, Little Rock, who paid for $1 mil- 
lion of new business in his first year; 
E. C. Moor, personal producer for New 
York Life at Wichita, and A. R, Jaqua, 
director the life insurance marketing 
school at Southern Methodist Univer- 
sity. 

A feature of the meeting will be a 
dinner for the Missouri Leaders Club. 
The closing qualification date is March 
31. Three Kansas City companies, Busi- 
ness Men’s Assurance, Kansas City Life, 
and National Fidelity, will be hosts at 
the dinner. 

An amendment to the by-laws pro- 
viding for an increase in the annual 
dues will come up for ratification. 


——= 


Okla. Commissioner Barred 
from Assessing Penalties 


OKLAHOMA CITY—The Okla- 
homa commissioner cannot collect 
penalties and entrance fees from com- 
panies of other states operating there 
who under an opinion of the at- 
torney general, rendered recently to 
Commissioner Dickey, are liable for 
gross premium .taxes for 1944. This pro- 
vision was made in a supplementary 
opinion rendered last week, which also 
stipulated that the commissioner is not 
authorized to collect interest, nor to de- 
bar a company from doing business jn 
Oklahoma, if it fails to remit for the 
1944 tax within a reasonable time, or 
until the question is decided through the 
courts. The insurance department is in 
process of notifying companies to pay 
the 1944 tax. 





Detroit Insurance Phone 
Directory Now Ready 


The 1947 Detroit Insurance Telephone 
Directory is being distributed by the 
National Underwriter Co. this week, 
The directory lists all of the fire, casu- 
alty and life offices in the city with 
‘phone numbers and other offices closely 
associated with the insurance business, 
The 76 page book is one of similar pyb- 
lications for the cities of Dallas-Hous- 
ton, Baltimore-Washington, Philadel- 
phia, Pittsburgh, Boston and Chicago 
published annually. Extra copies are $1 
each and may be obtained from the De- 
troit office of the National Underwriter 
Co. in the Transportation building or 
the Cincinnati office, 420 East Fourth 
street. 


Excellent Michigan Record 


The Michigan organization of Wis- 
cosin National Life had its most out- 
standing record in 1946. New paid for 
life business totaled $6,075,994, an_ in- 
crease of 86%. There is $1634 million 
in force in Michigan. In addition there 
was over $136,000 A. & H. premiums, 

Michigan was the leading state for 
Wisconsin National and had the largest 
number of qualifiers for the convention 
at the Edgewater Beach Hotel, Chicago, 
in May, there being 32 representatives. 

M. S. Kirkpatrick of Grand Rapids is 


superintendent of agencies in Michigan, | 





Dunbar Life has opened a district of- 
fice in Cineinnati with Walter L. What- 
ley as manager. 





Adult and Juvenile Policies 


bills. 


Organized 


Home Office—Praetorian 





THE PRAETORIANS 


ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other sas: 





LEGAL RESERVE FRATERNAL INSTITUTION 


Forty-Seven Years of Insurance and Fraternal Service 


on the Easy Monthly Pay- 


in 1898 


Building—Dallas, Texas 
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L.|.A.M.A. Sets 
Up Panel of 
State Spearheads 


In a move to work more closely with 
institutional organizations interested in 
agency operations, L.I.A.M.A. has ap- 
pointed a list of members to represent 
the association in each state. Each mem- 
ber will serve as a clearing point in his 
state on matters in which the associa- 
tion may be able to cooperate. 

Particular emphasis will be placed on 
cooperation with state life underwriters 
associations in projects and programs in 
which there is a mutuality of interest. 
Designees in each state follow: 


Alabama: Jack D. McSpadden, Liberty 
National; Arkansas: A. Walton Litz, 
Union Life, California: Harry J. Stewart, 
Coast Life; Connecticut: Thomas W. 


pg Travelers; Delaware: Patrick H. 
Yeoman, Continental American; District 


of Columbia: C. Crowder, American 
Standard; Florida: Walter H. Saitta, Pen- 
insular; Illinois: Churles G. Ashbrook, 
North American; Indiana: Robert KE. 
Sweeney, State Life; Iowa: Ray E. Fuller, 
Equitable Life of Des Moines; Kansas: 
Frank B. Jacobshagen, Farmers & Bank- 
ers; Kentucky: William R. Davis, III, 
Commonwealth. 
Also—Louisiana: Kenneth D. Hamer, 
Pan-American; Maine: Harland L. Knight, 
Union Mutual; Maryland: Jose L. Hirsh, 
Sun Life; Massachusetts: Robert H. Den- 
ny, State Mutual; Michigan: R. M. Ro- 
land, Federal L. & C.; Minnesota: H. P. 
Skoglund, North American L. & C.; Mis- 
sissippi: H. M. Faser, Lamar Life. 
Missouri: Frank Vesser, General Amer- 
ican; Montana: Lee Cannon, Western Life; 
Nebraska: E. A. Frerichs, Security Mu- 
tual; New Hampshire: William D. Haller, 
United L. & A.; New Jersey: Sayre Mc- 
Leod, Prudential; New York: Frank F. 
Weidenborner, Guardian; North Carolina: 
WwW. H. Trentman, Occidental; North Da- 
kota: Joseph Dickman, Provident Life; 
Ohio: Ray Hodges, Ohio National. 
Oregon: Edwin A. Phillips, Standard; 
Pennsylvania: Willard K. Wise, Provi- 
dent Mutual; Rhode Island: Clinton C. 
White, Puritan; South Carolina: Arthur 
F. Langley, Carolina Life; Tennessee: 
Whitlow B. Wallace, Volunteer State. 
Texas: Davis Faulkner, American Gen- 
eral; Utah: Clyde J. Summerhays, Bene- 
ficial; Vermont: D. Bobb Slattery, Na- 
tional Life; Virginia: Charles W. Phillips, 
Atlantic Life; Washington: Burt Babcock, 
New World; West Virginia: James L. 
Seward, George Washington; Wisconsin: 
George R. Holdhusen, Wisconsin Life; 
Ontario: W. T. Thorpe, Manufacturers 
Life; Quebec: E. P. Higgins, Sun Life; 
Manitoba: David E. Kilgour, Great-West. 





Zelle President 
of Mo. Ins. Co. 


ST. LOUIS—H. G. Zelle, executive 
vice-president Missouri Ins. Co. since 
1939, has been elected president to suc- 
ceed James C. West who died March 8. 

E. A. Schmid, former secretary and 
treasurer, was made vice-president and 
treasurer; John H. Becker, Jr., former 
assistant secretary, was elevated to sec- 
retary, and C. R. Gulley, home office su- 
geal was named assistant vice-presi- 
ent. 

J. D. Reeder, vice-president and actu- 
ary, was elected a director filling the va- 
cancy on the board caused by Mr. 
West’s death. 

Mr. Zelle headed a syndicate which 
purchased control of the company in 
1939. 


Hogg Assistant Editor 


W. McCallum Hogg has been ap- 
pointed by Massachusetts Mutual Life 
to the newly created position of assist- 
ant editor. He has been with the com- 
party since 1921 and has been connected 
with the editorial division since 1931. 


Continues 1946 Scale 


Continental Life of Canada is contin- 
uing its 1946 dividend schedule for the 
year beginning April 1. Interest rate on 
policy proceeds is 3%; on dividend ac- 
cumulations 314%, unless the guaranteed 


rate is higher. 


John §. Corley, secretary-treasurer of 
Bankers Life, Des Moines, has been ap- 
pointed general chairman of the 1947-48 
community chest drive in Des Moines. 


McAndless Expects Conk Honored 


No More Extreme 
Recessions 


Setbacks such as began with the 
1929 stock crash probably will not again 
occur in this country, A. J. McAndless, 
president Lincoln National Life, told 
a dinner gathering of the Freeman J. 
Wood general agency of Chicago Tues- 
day. Now there is too much purchasing 
power, he said, to permit a descent to 
the depths of the past, although cer- 
tainly in time there will be some slight 
setback in the U. S. economy. 

He noted that in his 30 years in the 
business he had seen many strange 
things happen, in the general economy 
as well as in life insurance. The busi- 
ness went through the other world war 
and came out of it in good shape. Busi- 
ness was brisk for a time, then came 
a sharp recession, especially in rural 
areas, and life business fell off. 

Lincoln National then was securing 
much of its business from the rural 
areas. The company and the industry 
struggled through that period and came 
out of it, and industrial recovery set in 
with brisk life business again and pros- 
perity for everyone in it. The agency 
organization expanded. 

Then the “deferred depression” of 
1929 hit. Life insurance was not imme- 
diately overtaken by the general stock 
market depression, but it was in 1931. 
That was the most serious depression 
that ever occurred, Mr. McAndless said, 
and he does not expect to see two such 
sequences of disastrous events in his 
lifetime. He noted that real estate de- 
clined until there were no takers; fine 
buildings would bring nothing at forced 
sale. Everybody wanted his money. 
Tangible things had no value. 

“But we have come out of that, too, 
and now we see almost the reverse con- 
dition. Prices of real estate are inflated. 
Everybody wants something tangible. 

“It seems to me the people have come 
to realize the truth and what has value 
despite what occurs in the nation. And 
that’s what has happened to life insur- 
ance. It presents the greatest oppor- 
tunity for life insurance that ever has 
faced us.” 

The occasion of the dinner was pres- 
entation of awards to General Agent 
Wood and to J. C. Gregsamer, agent, 
for outstanding records in Dern month, 
honoring Vice-president A. L. Dern, 
who was present and did the honors. 
The Wood agency was one of only four 
country-wide which wrote over $1_mil- 
lion in Dern month. The agency’s total 








At a Newcomen Society dinner marking 
the 80th anniversary of Union Central W. M. 
Shohl, general counsel presents a reproduc- 
tion of an ancient Celtic bowl to W. How- 
ard Cox, in honor of his 15 years as presi- 


more than $250,000 in the month and 
led the company’s field force in the ef- 


fort. Mr. Dern presented combination 
radio-alarms to Messrs. Wood and 
Gregsamer. 


The agency is showing a substantial 
increase in production this year and has 
qualified 11 men for the Bretton Woods, 
N. H., agents convention. 


Accquire Cincinnati Tract 


CINCINNATI—Ohio National, fol- 
lowing council approval of a change in 
zoning laws, exercised its purchase op- 
tions on several parcels of property com- 
prising a large tract bounded by McMil- 
lan, Highland, and Taft road, which it 
is acquiring for the erection of a new 
home office. Construction, however, will 
probably not start for a year or two. 


Continues Dividend Scale 


Security Mutual Life of New York 
will pay the same dividend scale in the 
dividend year beginning May 1 as in the 
current dividend year. 


Entering New States 


Beneficial Standard Life will receive 
its license in Arizona April 1. It has 
made application for license in Montana 
and Idaho. 


Thomas Davis, Jr., has become dis- 
trict manager at Springfield, Mo., for 
John Hancock Mutual Life. 


Life Conventions 


April 7-9, Blanks Committee, N.A.I.C., 
Commodore Hotel, N. Y. 

April 10-11, National Assn. Life Under- 
writers, midwest management confer- 
ence, French Lick, Ind. 

April 11, Ohio Assn. A. & H. Under- 
writers, annual, Columbus. 

April 25, Illinois Life Underwriters, an- 
nual, LaSalle hotel, Chicago. 

May 5-6, American Management Assn., 
gee hg conference, Hotel New Yorker, 





May 8-9, Actuarial Society of America, 
Hotel Commodore, N. 4 

May 8-9, N.A.L.U., general agents and 
managers, Edgewater Beach Hotel, Chi- 
cago. 

May 8-10, Industrial Insurers Confer. 
ence, annual, Cavalier Hotel, Virginia 
Beach, Va. 

May 8-9, Actuarial Society of America, 
Hotel Commodore, N. Y. 

May 9-10, Ohio Life Underwriters, Col- 
umbus. 

May 12-14, Eastern General Agents 
& Managers Conference, Homestead, Hot 
Springs, Va. 

May 13-15, Canadian 
Assn., Montebello, P. Q. 

May 16-17, Michigan Life Underwriters, 
annual, Durant Hotel, Flint. 

May 15-17, Insurance Accounting & 
Statistical Assn., annual, Chicago. 

May 19-20, Life Office Management 
a spring conference, French Lick, 
nd. 


Life Officers 


combination 


May 20-22, L.I.A.M.A., 
Seaview 


companies, spring conference, 
Country Club, Absecon, N. J. 
May 26-27, Assn, of Life Counsel, spring 
meeting, Homestead, Hot Springs, Va. 
May 26-28, Home Office Life Under- 
we annual, Hotel Pennsylvania, 


May 26-29, H. & A. Underwriters Con- 
ference, annual, Paxton Hotel, Omaha. 

May 29-30, American Institute of Ac- 
tuaries, Edgewater Beach Hotel, Chicago. 

May 28-30, American Life Convention 
Medical Section, annual, Grove Park Inn, 
Ashville, N. C 


June 1-4, National Assn. Insurance 
Commissioners, annual, Haddon Hall, 
Atlantic City. 


June 23-25, National Assn. A. & H. 
Underwriters, annual, Copley-Plaza Ho- 
tel, Boston. 

Sept. 5-9, Million Dollar Round Table, 
annual, New Ocean House, Swampscott, 
Mass. 

Sept. 10-12, National Assn. of Life Un- 
derwriters, annual, Boston. 

Sept. 15-17, International Claim Assn., 
New Ocean House, Swampscott, Mass. 


Sept. 24-27, Life Office Management 
Assn., annual, Hotel New Yorker, N. Y. 
Sept. 29-Oct. 3, National Fraternal 


Congress, annual, Hotel Statler, Detroit. 
Oct. 2-4, Institute of Home Office Un- 
derwriters, annual, Edgewater Beach 
Hotel, Chicago. 
Oct. 6, American Life Convention, an- 
nual, Edgewater Beach Hotel, Chicago. 
Oct. 13, New Jersey Life Underwrit-~'s 
annual, Hotel Traymore, Atlantic City. 
Nov. 12-14, Life Insurance Agency 
Management Assn., annual, Edgewater 
Beach Hotel, Chicago. 











Stand by... 


time. 


nection, communicate with: 


LEGAL 
5057 WOODWARD AVENUE 


Every child needs a mother’s influence and 
training during the impressionable period of 
life, and this should not be denied. 

Adequate Family Income protection in The 
Maccabees assures children of a mother’s 


Life Insurance selling offers unlimited opportunities. 
If you are interested in establishing a profitable con- 


7, MACCABEES 
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Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


668 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 











ILLINOIS 








DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
188 W. Randolph St., Chicago 1, Ill. 
Tel. State 1336 














WALTER C. GREEN 


Consulting Actuary 
211 W. Wacker Drive 
Chicago 
Franklin 2633 














HARRY S. TRESSEL 
Certified Public Accountant and 


Actuary 
10 S. La Salle St., Chicago 3, Ill. 
Franklin 4020 














Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis — Omaha 














HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
INDIANAPOLIS, INDIANA 














MICHIGAN 








NELSON, SCHLEH & 
BORCHARDT 


Consulting Actuaries, Auditors and 
Accountants 
911 Kales Building, 76 W. Adams 
Detroit 26, Michigan 











NEW YORK 








Established in 1865 by David Parkes Fackler 
FACKLER & COMPANY 
Consulting Actuaries 


8 West 40th Street New York 

















Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y. 











PENNSYLVANIA 








FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
Associate 
E. P. Higgins 


THE BOURSE PHILADELPHIA 























EXPLAINS ANALYTICAL APPROACH 





The “Analytical Approach to Estate 
Planning” was a study presented to the 
San Antonio Trust Council by W. C. 
Abbey, general agent Connecticut Gen- 
eral Life. Analytical approach to estate 
planning, which involves distribution of 
property that the estate builder has ac- 
cumulated is not a light matter, he said. 
All factors involved should be known, 
calling for cooperation of insurance 
man, bank trust officer, attorney of the 
estate owner and the accountant. 

In developing an analytical plan, he 
would have the insurance man always 
go to the man with whom the study 
begins, whether the trust officer, attor- 
ney or accountant. The agent who is 
called upon to make such an approach, 
should not have in mind writing life 
insurance, but should purely the giving 
of service. 


Are Other Compensations 


Often the agent will find no need for 
additional life insurance, which would 
mean no direct commission for him. If 
he keeps intelligent and unselfish serv- 
ice foremost, Mr. Abbey believes -the 
good will and prestige indirectly will 
bring more than an immediate com- 
mission. 

This planning should include legiti- 
mate methods for reducing amount of 


taxes, reduction of income tax without 
effort at evasion, conserving of estate 
assets so the widow and other heirs are 
protected, and relieving the widow of 
problems of management so far as pos- 
sible. 


Some Factors to Consider 


The person assuming this responsi- 
bility is under obligation to have a thor- 
ough knowledge of the problems pre- 
sented or to call into consultation a 
specialist in the field of a problem being 
studied; and when he has the necessary 
knowledge the agent must be honest in 
his analysis. The analysis developed in 
this way would provide for a continu- 
ance of income, disposition of property 
when this is advisable, and sufficient 
elasticity to provide for necessary ad- 
justments for carrying out the purposes 
of the estate owner or builder. 

This calls for a life income, with pro- 
vision for a period of adjustment, ed- 
ucation of children, payment of any 
mortgage, providing for care of a child 
or children, elimination of shrinkage as 
far as possible, assurance of proper dis- 
tribution, producing an income in a 
period of disability, assuring an ade- 
quate income for old age, keeping in 
touch with the client and notifying him 
of any changes needed. 








Frances J. Pinque, the new vice-presi- 
dent and comptroller of Colonial Life, is 
a graduate of the 
commerce school of 
the University of 
Pennsylvania. He 
joined Colonial in 
1943 after 17 years 
with Bankers Na- 
tional Life of New 
Jersey. He is a 
member of the in- 
dustrial office 
methods commit- 
tee of L.O.M.A. 
and of the examin- 
ations committee of 
L.O.M.A.I. 

William C. 

Brown, the new ac- 

tuary, is an honor graduate of Queens 
University of Canada in mathematics. 
He started in the business in 1931 in the 
actuarial department of Empire Life and 
in 1941 joined the actuarial staff of Pru- 
dential of England at Montreal. He went 





F. J. Pinque 





W. C. Brown Miss Schlachter 


with Colonial in 1943, becoming assist- 
ant actuary the following year. - 
Gertrude A. Schlachter, the newly ap- 
pointed actuary, is a graduate of College 
of Mt. St. Vincent and Fordham Uni- 
versity. She joined Colonial in 1939, be- 
coming actuarial assistant in 1944. 





Reception for Lynch 

Vincent B. Coffin, vice-president Con- 
necticut Mutual Life, was host at a re- 
ception for Frank J. Lynch, who re- 
joined that company as general agent 
at Minneapolis, succeeding Paul K. 
Adams. 


Two New A.L.C. Members 


Policyholders National Life of Sioux 
Falls, S. D., and United American Life 





of Denver have been admitted as mem- 
bers of American Life Convention, the 
total membership now being 215. 


Cuneo Minneapolis Speaker 

James A. Cuneo, assistant professor of 
romance languages at the University of 
Minnesota, was speaker at the March 
meeting of the Minneapolis Life Agency 
Cashiers. Gertrude Bunker, president, 
was in charge of the meeting. 


A. L. C. Steering Group Meets 


The executive committee of American 
Life Convention held a meeting at the 
Edgewater Beach hotel, Chicago, last 
Friday and Saturday. 





Mecum Is Baltimore Speaker 


Ralph Mecum of Rough Notes Co. 
was speaker at the monthly meeting of 
the Baltimore A. & 
Assn. He discussed sales psychology, 
describing the state of mind of the 
prospect during an interview. 





Paul Goodall, president of Oklahoma 
Protective and Equity Life & Home 
Aid, will take a cruise to Cuba, Jamaica 
and other Caribbean points, starting 
from New Orleans on April 12. The 
trip will take 16 days. 





Paul H. Kohr, Columbus real estate 
man, has been elected a member of the 
executive committee of Columbus Mu- 


tual Life. 


Joseph A. White, superintendent of 
the Boston district office of Boston Mu- 
tual Life, became a hero when he cap- 
tured a man who had just robbed a store 
proprietor. The robber was 50 pounds 
heavier than Mr. White. 








Francis M. Casey is a new district 
agent for Lincoln National Life at Cape 
Girardeau, Mo., 





Joseph W. Fox, general agent for 
Berkshire is insurance division chairman 
of the Red Cross drive in Jersey City. 
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Every Day Prospecting 
Is New York Theme 





(CONTINUED FROM PAGE 11) 


people who are satisfied with my sery- 
ice,’ he said, “my prospecting problem 
grows continuously less.” 

Mr. Morton, who does nearly all his 
business with friends and their friends 
who soon become his, said that in selling 
a friend a producer should make jt 
strictly a business call and make a de. 
termined, hard effort to sell. This wifj 
gain you the respect of your friend, he 
said, and even if you don’t sell him, he 
will not wonder how you make a living 
He will respect you as a business map, 


Tells of Developing Nest 


Mr. Morton told of an experience he 
had had in developing a nest which, from 
a beginning of one policy, now amounts 
to about $500,000 on his books. He had 
sold a small policy to a man in a large 
concern who didn’t have a bank account 
and had become accustomed to going 
around on pay day to collect $5 or $19 
premium payment. One day he nodded 
at the man at the neighboring desk and 
asked, “Is this the fellow you told me 
about who is interested in life insur. 
ance?” The move was good for an in- 
troduction and the new prospect was so 
relieved that no attempt was made im- 
mediately to sell him that he gladly 
made an appointment. From this begin- 
ning, said Mr. Morton, he eventually 
became the insurance man of most of 
the employes of the firm, all small policy- 
holders, but important in the aggregate, 

Mr. Malloy’s vivid chalk drawings of 
coal field types, and his stories showing 
the psychology of ‘clients on a debit can- 
not be reproduced in any report, but 
psychology is much the same among 
all people, and the art of selling a coal 
miner is basically the same as selling a 
financier. Each must be shown what 
the product will do for him in terms of 
a felt need. 


Prospecting Is Cumulative 


Fred He White said that in the be- 
ginning prospecting almost defeated him, 
but that once he had established a nu- 
cleus of 40 to 50 centers of influence 
who were happy with his service, one 
contact led to another. 

About 18 months ago, he said, he 
started out to add some business insur- 
ance to his cases. In the beginning he 
resorted to clipping notices of new busi- 
nesses from the newspapers and sending 
letters to the firms. Gradually develop- 
ing contacts in this field, he said, he is 
now established so that of $256,000 writ- 
ten this year, $81,000 is business insur- 
ance, and he is acquiring a regular group 
of business insurance leads without re- 
ferring to newspapers. 


Give NLRB Report 

WASHINGTON — Sidney Lindner, 
NLRB trial examiner, in an intermediate 
report to that board, finds Colonial Life 
has engaged in unfair labor practices, 
following investigation of complaint of 
American Federation of ‘Industrial & 
Ordinary Agents Union,. Local No 
23454, AFL. 

The examiner recommended dismissal 
of allegations that Michael Cavallo, was 
discharged in discriminating fashion. 











GENERAL AGENCY OPPORTUNITIES 


Victory Mutual Life’s new business in 1946 increased 191/. percent over 1945. 
Company has general agencies open for Dayton, Springfield and Youngs- 
town, Ohio; Rochester and Troy, New York and East St. Louis in Ilinois. 
Liberal contracts for qualified men. Write 


G. W. Jones, V. P. 
Victory Mutual Life Insurance Company 
2340 Eighth Avenue 
New York 27, N. Y. 
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For All Students of 
Life Insurance! 


Fieldmen, as well as all home 
office workers, will find “Income 
Settlements” most helpful in ac- 
quiring a better understanding of 
the functions and proper applica- 
tion of periodic payment agree- 
ments. 


Whatever your position . 
whatever your problems in the 
life insurance business . . . it is 
pretty certain that your work is 
concerned more and more with a 
clear understanding of settlement 
options, for settlement options 
are to life insurance very much 
as wheels are to transportation. 


“Income Settlements” will de- 
velop a more intelligent apprecia- 
tion of what the life companies 
can and cannot do (including 
why and how) in the way of pro- 
viding incomes through supple- 
mentary contracts. 


Announcing |. TFE INSURANCE INCOME SETTLEMENTS— 


Their Problems, Functions and Administration 
By Roger W. Clark, F. L. M. I. 


A NEW Authoritative Treatise on Settlement Options! 


Beginning with a concise presentation of the essential features of all types 
of life insurance settlement agreements and showing their uses, relative advan- 
tages and disadvantages, “Income Settlements” proceeds rapidly into specific 
consideration of all the aspects, provisions, and problems—as well as the methods 
and procedures used today, in this very important part of life insurance company 
administration. 


Fully Covers All The Aspects 


Each phase of modern income settlement administration is considered at due 
length. Supplementary contract procedure, the specific provisions of settlement 
agreements, the various problems arising so frequently because of the numerous 
contingencies to be covered, the periodic payment routine and a general summary 
of all other administrative questions are each treated individually and at due 
length in succeeding chapters. Each important type of agreement and form used 
is duly explained, and illustrated with verbatim samples of the types recommended 
for use today. : 


Avoids Pitfalls — Solves Frequent Problems 


The many possible complications and pitfalls that may arise from complicated 
agreements involving too many lives are clearly brought out at the proper places, 
with suggestions as to how they best may be avoided. The entire work is carefully 
cross-indexed for quick location of any subject, method, system or legal angle 
that may be in question. Many specific recommendations, based on Mr. Clark’s 
long experience are included. 


Authoritative — Indispensable — ORDER NOW! 


Don’t wait until you are caught on the horns of a settlement option dilemma! 
Fortify yourself and broaden your capacity by getting this indispensable book— 
today! You may order on approval—simply use the coupon below. 


Treats a Highly Important Aspect of Modern Life Insurance Procedure! 


About the Author! 


Having specialized in Income Settlements for more than a decade, 
and having also served in other departments of his company, The 
Union Central, since his graduation from Yale University, Mr. 
Clark has prepared this outstanding new work in the light of a 
broad and varied experience. He is thoroughly conscious of field 
problems, having been associated with his company’s agency depart- 


ment just a few years ago. 


In recent years he has completely modernized his company’s 
settlement option practice and procedure, and thus is well qualified 
to write on this highly important aspect of the business. 


Concise! 


“Thorough - but not too voluminous” 


168 Pages! Complete! 
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Mail this Coupon for Yours NOW! 
Send me subject to "ten day approval” 


(When ready in March) 











..cop.... of "Income Settlements” by Clark—($2.50) 
Charge to My Account []. Send C.O.D. [J]. My Check Attached (J. 
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Te the National Underwriter Co., 420 East 4th St., Cincinnati 2, Ohio 
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Most MEN ARE JUST amateur worry-lifters. When 
you have a problem, they pat you on the back and 
tell you not to worry. 

Steve Thatcher is different. He’s a professional 
worry-lifter. He’s a representative of The Equitable 
Society...always ready to help with all kinds of 
problems. 

His mission in life is to aid others build security— 
to help them achieve financial independence and 
personal peace of mind. 


Yes, selling life insurance provides more than a 





Hear the official broadcast of the 
Federal Bureau of Investigation. 


TUNE IN ON “THIS IS YOUR FBI!” 


American Broadcasting Company 
EVERY FRIDAY NIGHT 











THOMAS 1. 


PARKINSON, 





The File on the Professional Worry-Lifter 











livelihood—it’s a good way of life—one that benefits 
the entire community. Bringing greater peace of 
mind to families everywhere—educating the good 
citizens of tomorrow—safeguarding homes—digni- 
fying old age—the Equitable representative does a 
day’s work that is a source of daily satisfaction to 
him. 

He can be proud of the respect that is his as a 
member of a highly regarded profession...and of 
the prestige he enjoys as a representative of an insti- 
tution like The Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


President - 393 Seventh Avenue, New York I, N.Y. 














